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Political attacks on during the next six 


public service com- 
panies are mainly 
along two definite 
lines — increasing 
Both 


propositions should be vigorously opposed. 


their taxes or reducing their rates. 


The politicians responsible for running 
state governments are beginning to wake 
up to the fact that taxpayers are in deadly 
earnest when they complain that taxes are 
far too high. Owners of real estate espe- 
cially are furious, and declare that more 
of the burden must be shifted to other 
shoulders. In Chicago nearly half of the 
real estate owners are practically in rebel- 
lion and have not paid their 1929 taxes 

* * *k * 

Some state officials are trying to pour oil 
on the troubled waters by raising some 
taxes with a view of easing up on others 
who have “hollered” the loudest. For in- 
stance, in Wisconsin the taxes on telephone 
companies have been raised this year in the 
hope that it will, in a measure, moderate 
the public clamor. 

Just why telephone companies should be 
singled out to be the goat is not disclosed, 
but it is probably due to the old Spanish 
custom the politicians follow in bearing 
down on the public utility corporations and 
trying to bamboozle the people into believ- 
ing they are being protected from capital. 

Formerly Wisconsin telephone companies 
Un- 


der the new plan they are assessed on their 


were assessed on their gross revenues. 


exchange and toll revenues separately, and 
it is estimated that it means an additional 
tax load of approximately $240,000 a year. 


The tax increase on tolls is expected to 


THE PRACTICAL REMEDY FOR TAX EVILS 
Is: “REDUCE UTILITY RATES” 


be about $210,000 while exchange revenues 
will pay about $30,000 more, which will 
go to the municipalities where the com- 
panies operate. The state gets all the toll 
taxes. 

* ~ * aK 

Of course, the right way to lighten the 
public’s tax burden is to reduce govern- 
ment expense and practice economy in the 
government structure as is being done in 
every business office. Instead of doing a 
practical thing like that, however, the poli- 
ticians are scheming to maintain their pat- 
ronage lists and shift more of the cost 
where it will cause the least protest. In 
most cases, this means the utilities are the 
victims to be penalized. 

While many large corporations are cut- 
ting official salaries 10 and 15 per cent to 
meet business conditions, we read of no 
public officeholders scaling down their com- 
pensation for the benefit of the taxpayers. 
They prefer to add to the burden of ser- 
by the 


method of raising their taxes and reducing 


vice companies double-barreled 
their rates. 

The federal government, in trying to cut 
expenses, is meeting the opposition of the 
politicians who hate to see patronage jobs 
abolished. The political solution of eco- 
nomical problems is to increase utility taxes 
and raise a hullabaloo that rates ought to 
come down. 

Self-protection demands that telephone 


interests devote a good deal of attention 


months to these two 
questions—taxes and 
service rates. 

There 


honest criticism of telephone rates in the 


can be no 


great majority of communities, for the 
facts show that telephone service is the 
cheapest commodity the public buys. 

This can be proved to the satisfaction of 
any fair-minded subscriber by the proper 
presentation of operating conditions. It 
may be more difficult during times like the 
present, when general prices are unusually 
low, but this does not alter the fundamental 
facts which justify the statement that tele- 
phone rates cannot follow the ups and 
downs of other commodity prices. 

> eo oe se 

In many cases these attacks on service 
rates are started by the politicians as a 
from 


smoke-screen to distract attention 


their own extravagance. The taxpayers 
get restless over their growing tax bills, 
and the public job-holders immediately 
raise. the cry that utility companies should 
This fills the 


newspapers with a lot of more or less ex- 


reduce their rates. local 
plosive material and crowds out the dis- 
cussion of the evil of increasing taxes. 

This has happened repeatedly in various 
towns in Middle Western states, and fre- 
quently it has led to the appointment of 
committees to investigate the rate situation 
which, of course, meant more expense to 
the public—and more taxes. 

This may be a clever scheme on the part 
of the politicians to sidetrack the dangerous 
tax issue and at the same time profit by 


starting a back-fire on utility corporations, 
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but the question is: How long is the public 


going to stand for this hocus-pocus? 
* * * * 


If the average citizen would devote the 
same time and energy now used in trying 
to save a few dollars on service rates to 
reforming the tax problem, he would save 
some real money and obtain @ lasting bene- 
fit. Discussing a similar subject, a writer 
in the Copperweld Magazine says in the 
September issue: 


“Why will people raise the roof about 
gas, electric light and telephone bills, even 
though the amounts involved are relatively 
trifling? The same people will blow in ten 
times as much money on radios, golf, auto- 
mobile tires, gasoline, hats, shoes, silk 
stockings and tenth-of-cent bridge and 
never whimper publicly. 

The answer, of course, is that the public 
utilities are monopolies. Customers are 
denied any choice. They must take what 
is offered at the rate that is fixed. The 
service of the utility may be excellent, but 
since there is no comparable service by 
which to judge it, the users curse the 
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COMING CONVENTIONS. 


United States Independent Telephone 
Association, Hotel Stevens, Chicago, 
October 20, 21, 22 and 23. 

Independent Pioneer Telephone As- 
sociation of United States, Hotel Stevens, 
Chicago, Thursday, October 22. 

Missouri Telephone Association, Hotel 
President, Kansas City, November 11 
and 12. 

Illinois Telephone Association, Pere 
Marquette Hotel, Peoria, November 18 
and 19. 

Canadian Independent Telephone 
Association, Carls Rite Hotel, Toronto, 
November 18 and 19. 

Nebraska Telephone Association, Ho- 
tel Paxton, Omaha, February 9, 10 and 
11, 1932. 








slightest imperfection and shriek when one 
month’s bill exceeds another by 50 cents. 
Everyone seems to pay his public utility 
bills grudgingly, notwithstanding that the 
utilities give amazing value. The time and 
effort which a telephone saves is incal- 
culable. Gas, subway rides and electric 
light and power are among the cheapest 
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items we buy. Imagine the money people 
could save if they directed their thrift and 
indignation into other quarters. 

Suppose that the women fought the 
tyranny of style as enthusiastically and 
bitterly as they contest an occasional extra 
in the telephone bill. Or suppose people 
cultivated a taste for boiled cow-beef jn 
order to reduce the monthly bill for steaks 
from western steers. Instead of terror- 
izing her maids because they run up the 
gas bill, suppose the mistress discontinued 
her permanent wave. 

It is clear that the opportunities for re- 
ducing expenses are infinite. If we con- 
sider it important to save nickels, dimes 
and quarters, why do we not take adyan- 
tage of the opportunities to save $10 and 
$25? We don’t know, but perhaps the 
reader does.” 

* a *x* * 

Nine times out of ten, the answer would 

be because somebody with an ax to grind 


—usually the vote-seeking politician— 
thinks it a popular thing to agitate against 
service rates. The best weapon to use 
against such tactics is to give the public 
the facts that will 


prove the contrary. 


National Convention to Talk “Business” 


Discussions at Annual Convention of Independent Telephone Industry Will 
Center on General Topic of “‘Business'’—Large Attendance Expected—Exhibits 
Will Feature Meeting—Independent Pioneers’ Luncheon and Entertainment 


“Business” will be the general topic of 
the program for the annual convention of 
the United States Independent Telephone 
Association, which will commence on Tues- 
day, October 20, and close on Friday, 
October 23, at the Stevens Hotel, Chicago. 

This annual convention of the Independ- 
ent telephone industry has always attracted 
a large attendance, and the 35th annual 
meeting this year, the officers believe, will 
compare very favorably in attendance with 
that of former years. The program has 
been carefully prepared and covers a wide 
range with particular emphasis given to 
present-day business conditions and activi- 
ties of the companies. 

The discussions in the various division 
conferences will prove most interesting, for 
those selected to present the different sub- 
jects are particularly familiar with the 
matters and conditions to be discussed. 

There are to be 11 directors elected 
during the convention. The terms of these 
nine directors expire at this time: E. C. 
Blomeyer, Chicago; W. G._ Brorein, 
Tampa, Fla.; W. H. Bryant, Mobile, Ala.; 
Chas. C. Deering, Des Moines, Iowa; H. F. 
Farwell, Terre Haute, Ind.; W. Roy Mc- 
Canne, Rochester, N. Y.; W. J. Melchers, 
Owosso, Mich.; G. A. Yanochowski, Chi- 
cago; and T. L. Youmans, Osawatomie, 
Kans. There are two vacancies on the 
board due to the retirement from the in- 


dustry of W. N. Winter, Everett, Wash., 
and G. W. Robinson, St. Paul, Minn., 
which are also to be filled. 

As usual, the morning of the first day 
of the convention will be given over to 
registration of members and visitors and 
a general inspection of exhibits and re- 
newal of acquaintances. 

The exhibitors will show all the late de- 
velopments in equipment and apparatus. 
Some new designs of equipment are to be 
exhibited that will, it is expected, attract 
wide attention and comment. 

The exhibits at the national convention 
afford telephone people an opportunity to 
see and learn what is new in telephone 
equipment, apparatus and materials. The 
exhibitors have ample time and are glad to 
discuss the various points of interest con- 
cerning their products. 

This feature of the convention is most 
interesting and educational and one that 
every one will want to devote much time to. 

At the opening session on Tuesday af- 
ternoon, October 20, reports of some of 
the officers will be presented. These will 
be followed by a discussion of the “net 
results of sales campaigns” led by R. F. 
Wilder, of St. Paul, Minn. 

The executives of the various state asso- 
ciations will have a dinner conference on 
Tuesday evening. These meetings of the 
state association executives in the past 


have proved most profitable and popular 
among those active in association work. 
Under the present conditions, the state ex- 
ecutives will find this conference more 
interesting and fruitful of ideas than ever 

The Wednesday program opens with a 
breakfast conference of the accounting di- 
vision of the association followed by a 
general session. At the general session, 
three speakers will give addresses which 
everyone attending the convention will 
want to hear. 

President F. B. MacKinnon will present 
his annual survey of the field, predicated 
upon the association’s activities during the 
past year and conditions now confronting 
the industry. 

“The Future of Industry” will be dis- 
cussed by Dr. David Friday, whose name 
is familiar to telephone men through his 
connection with the government during the 
period of government control of telephone 
properties during 1918 and 1919. Dr. Fri- 
day has appeared before previous convel- 
tions of the Independent industry, and 
those who have heard him speak know that 
his presentation of “The Future of Indus- 
try” will be a most interesting one irom 
the standpoint of a noted economist. 

R. E. Pattison Kline, who has appeared 
before several of the national conventions, 
will discuss “America in a World Neigh- 
borhood.” Those who have heard Mr. 
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Program for 
THIRTY-FIFTH ANNUAL CONVENTION 


United States Independent Telephone 


Convention 
October 20 to 23 
HOTEL STEVENS, CHICAGO 


TUESDAY, OCTOBER 20, 9:30 A. M. 


Annual Meeting of Board of Directors. 
Opening of Exhibits. 
Registration of Members and Visitors. 


TUESDAY, 2:30 P. M. 


General Opening Session. 

Report of Secretary-Treasurer, Chas. C. Deering, Des Moines, Iowa. 
Report of General Attorney, Alfred L. Geiger, Washington, D. c. 
Discussion by Commercial Division of “Net Results of Sales Campaigns.” 
Appointment of Convention Committees. 

Miscellaneous Business. 


TUESDAY, 6:30 P. M. 


Dinner Conference of State Association Executives. 


WEDNESDAY, OCTOBER 21 


Accounting Division Breakfast Conference, 8:30 A. M. 

General Session, 9:30 A. M. 

President’s Annual Report, F. B. MacKinnon, Chicago, III. 

“The Future of Industry,” by Dr. David Friday, Economist, Washington, D. C. 
“America in a World Neighborhood,” by R. E. Pattison Kline, Chicago, IIl. 
General Business. 

Reports of Committees. 

Election of Directors. 

Traffic Division Luncheon Conference, 12:30 P. M. 


WEDNESDAY, 2:00 P. M. 
Plant Division Conference. 


Explanation of the New Standard Specifications for Wood Poles and discussion of Pole Line 
Engineering, by A. L. Stadermann, Terre Haute, Ind., Chairman, Plant Division. 

“Relation of Radio to Telephony,” by Ray H. Manson, Chief Engineer, Stromberg-Carlson 
Telephone Mfg. Co., Rochester, N. Y. 


THURSDAY, OCTOBER 22 


Commercial Division Breakfast Conference, 8:30 A. M. 
Program Service Division Breakfast Conference, 8:30 A. M. 


THURSDAY, 10:00 A. M. 


Annual Meeting of Members of Independent Pioneer Telephone Association of U. S. 


THURSDAY, 1:00 P. M. 


Annual Independent Pioneers’ Luncheon and Entertainment. 


FRIDAY, OCTOBER 23, 9:30 A. M. 


Conference of Class A, B and C Companies. 
Discussion of the Interstate Commerce Commission’s Depreciation Order and Proposed 
Changes in the Accounting Classifications. 
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Kline speak before will be most anxious 
to hear him discuss this subject. Mr. 
Kline presents his thoughts in a clear-cut, 
forceful manner and his address will be 
one that will be remembered by all who 
hear it. 

The traffic division will hold a luncheon 
conference on Wednesday noon. Several 
very interesting papers have been prepared 
for discussion at this time. Traffic people 
will be able to obtain the latest informa- 
tion concerning practices and problems re- 
lating to both toll and local operating. This 
should an for 
every one interested in traffic work. 

Wednesday afternoon the plant division 
will hold its conference during which the 


prove important session 























































new standard specifications for wood poles 











EXHIBITORS AT NATIONAL 
CONVENTION. 


Addressograph Co., Chicago. 

American Electric Co., Inc., Chicago. 

Automatic Electric Inc., Chicago. 

L. M. Berry & Co., Dayton, Ohio. 

Lynton T. Block & Co., St. Louis, Mo. 

Bond Electric Corp., Chicago. 

3urgess Battery Co., Chicago. 

Coffey System & Audit Co., Indianapolis, 
Ind. 

Coffing Hoist Co., Danville, Ill. 

Cook Electric Co., Chicago. 

Curtin-Howe Corp., Chicago. 

Do/More Chair Co., Elkhart, Ind. 

Electric Storage Battery Co., Chicago. 

Everstick Anchor Co., St. Louis, Mo. 

Fansteel Products Co., Inc., North Chi- 
cago, Ill. 

French Battery Co., Chicago. 

Highway Trailer Co., Edgerton, Wis. 

Holtzer-Cabot Electric Co., Chicago. 

J. K. Johnston, Indianapolis, Ind. 

James R. Kearney Corp., St. Louis; Mo. 

Kellogg Switchboard & Supply Co., 
Chicago. 

Kester Solder Co., Chicago. 

Leich Electric Co., Genoa, III. 

Lenz Electric Mfg. Co., Chicago. 

Loomis-Clapham Co., Chicago. 

National Carbon Co., Chicago. 

Naugle Pole & Tie Co., Chicago. 

North Electric Mfg. Co., Galion, Ohio. 

Page & Hill Co., Minneapolis, Minn. 

Philadelphia Storage Battery Co., Phila- 
delphia, Pa. 

Postal Telegraph-Cable Co., Chicago. 

Public Utilities Fortnightly, 
ton, D. C. 

Reliable Electric Co., Chicago. 

John A. Roebling’s Sons Co., Chicago. 

Sands Electric Co., North Chicago, III. 

Stromberg-Carlson Telephone Mfg. Co., 
Rochester, N. Y. 


Washing- 


Unique Mfg. Co., Inc., Chicago. 





U. S. L. Battery Corp., Niagara Falls, 
N. Y. 

P. Wall Mfg. Supply Co., Pittsburgh, 
Pa. 


TELEPHONY PUBLISHING Corp., Chicago. 
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program which it believes will appeal to 
everyone even more.than last year. 


will be discussed. A feature of this session 
will be the address on “Relation of Radio 


to Telephony,” by Ray H. Manson of The last day of the convention on Friday 
Rochester, N. Y., chief engineer, Strom- will be given over to a conference of the 
berg-Carlson Telephone Mfg. Co. Class A, B and C companies. The dis- 


cussion will center around the depreciation 
order of the Interstate Commerce C 
mission and the proposed changes of ac- 
counting classification. 

The certificate plan 
duced railroad rates to the convention will 
be in effect. 


The commercial division. and the pro- 
gram service division will hold breakfast 
conferences on Thursday morning. These 
will be followed by the annual meeting of 
the Independent Pioneer Telephone Asso- 
ciation of the United States. 


for obtaining re- 


At noon the annual luncheon and enter- To obtain this reduced rate a 
certificate is requested when buying the 
railroad ticket to Chicago. The certificate, 
when deposited and validated at the con- 


tainment of the Pioneer’s association will 
be held. 
tainment feature of the convention for the 
past seven years. This year the commit- 
tee in charge expects to have an excellent 


This has been the great enter- 


vention, entitles its owner to purchas his 


return ticket half the regular fare 


at 
al 


Tr. 


Three 
Flashes 


Group of Entertainers Who Will Present the Program Following the Annual Luncheon 
of the Independent Pioneer Telephone Association of the United States. Most of These 
Entertainers Have Appeared on Various Programs of the National Broadcasting Cc 


My 
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Sell-a-Phone Campaign in August 


Sales Campaign Last August Proves That Satisfactory Results Can Be Ob- 
tained Under the Most Adverse Conditions—Advertising, Bargain Sale, and 
Rivalry Between Employes, Create Interest and Build Up Public Relations 


Director of Public Relations, Western Power Light & 


A ten-day campaign for new subscribers 
and extension sets in the middle of August 
resulted in 2,589 new stations for the tele- 
phone division of the Western 
Light & Telephone Co. The figure given 
may seem small, but when compared with a 


Power 


quota fixed in advance of the campaign at 
a total of 1,444 stations, the success of the 
campaign may readily be judged. 

The campaign extended from August 17 
to 27 inclusive. One hundred sixty-five 
exchanges were included in the campaign, 
in the states of Kansas, Missouri, Iowa, 
Nebraska, Oklahoma and Texas. 

These exchanges are all operated under 
the general name of The Western Tele- 
phone Corp. with the exception of about 
12 exchanges in southeastern Kansas, 
which are known as Kansas Home Tele- 
phone Co. Both companies are subsidiaries 
of Western Power Light & Telephone Co., 
and H. J. 


eral manager of both of them. 


Clark, of Salina, Kans., is gen- 


An estimated additional annual revenue 
of something like $46,000 was secured as 
a result of 


the campaign, from rental 


alone. In addition, there will be increases 
as a result of changes from wall to desk 
sets, from desk sets to hand sets, the sale 
of extension bells and extension 
and various other changes 


gongs. 
which mean 
slight additions to monthly bills, but which 
had not been computed in total at the time 
this article was written. 

The entire conducted 
through the splendid assistance of regular 
employes of the company. While emphasis 
was placed upon selling service, and the 
campaign was known as the SELL-A- 
PHONE campaign, a service survey was 
also made. Approximately 25,000 city sub- 
scribers were interviewed by employes and 
questioned as to the quality of service and 
as to whether or not there were any com- 
plaints or any suggestions for improve- 
ment of the service. 

Faulty equipment was reported for re- 
placement, and subscribers were told of 
such features of the service as long dis- 
nee and other advantages, the sale of 
ich should result in additional revenue 
id better subscriber satisfaction. 

The significant thing about this success- 
| campaign was that it came at a time 
hen many said it could not be put over 
uccessfully. Certain officials of our own 
mpany remarked that it was the wrong 
me of the year, or the wrong month in 

year, or the weather was too hot, or 
® many people were away on vacations, 


campaign was 


t 


By H. F. Rehg, 


or some other obstacle stood in the way. 

Many of the field managers expressed 
doubt about the possibility of getting new 
subscribers at such a time. They, like 
practically every other telephone manager, 
had witnessed a gradual but steady loss of 
subscribers since the first of the year, and 
could not see how anyone could go out 

















H. J. Clark, General Manager of Subsidiary 

Telephone Companies of the Western Power 

Light & Telephone Co., Was in Charge of 

the Recent Successful Sales Campaign Put 
On By His Company. 


and make a successful drive for new sub- 
scribers “until things. get better.” 

There had been an aggregate loss of 
about 3 per cent in the number of stations 
served by the company since the first of 
the year, with natural increased losses in 
revenue. It was decided in July that the 
only sensible thing to do would be to stem 
the tide and force business in the other 
direction. Marshal Foch expressed it elo- 
quently when he said that “the best de- 
fensive is an offensive.” 

Plans were laid for a campaign, ‘and the 
dates were deliberately advanced a month 
from what was anticipated for the dates 
of the annual new business campaign. Key 
men from the field were called into a con- 
ference at the Salina general office, and 
they were invited to help formulate the 
plans. This gave them the feeling that 
they were partially responsible for the suc- 
cess of the plans, since they helped to make 
them. They went back to their respective 
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Telephone Co., Salina, Kans. 


offices with information, enthusiasm and 
determination. 

These key men held group meetings of 
district managers, who got all the “dope,” 
and they in turn visited their local man- 
agers and staffs and laid the story before 
them. 

Quotas were established for each town, 
with careful study as to current conditions 
and possibilities; and when totaled up it 
was discovered that these expectations were 
greater than the quota which was set a 
year ago for a similar campaign. How- 
ever, there was no disposition to reduce 
them, and when the quotas were announced 
there was no complaint or objection from 
the field forces. All of them seemed to 
accept their assignment with the spirit of 
doing their very best. 

Interview cards were printed, daily re- 
port blanks were printed, and the use of 
each was thoroughly explained to all 
parties. 

Newspaper advertising was used. Sev- 
eral days before the opening of the cam- 
paign each newspaper carried a 4-column 
by 12-inch advertisement with the heading 
“The Telephone Company Puts on a Bar- 
gain Sale, 10 Days, August 17 to 27.” 
The bargain was in the form of a tempo- 
rary cancellation of the installation charge, 
where such existed, or where there was 
none, free service was to be given from the 
date of installation to the following first 
or 15th of the month. 

A news story was prepared and sent to 
all these newspapers, calling the public’s 
attention to the novelty of a bargain sale 
put on by a telephone company, and this 
story was run without charge in practically 
every one of the papers in our territory. 
Most of them gave it front page space. 

In addition, a small reader under the 
heading “5 Cents a Day for Messenger 
Service” was prepared by us and run at 
the regular line rate in another section of 
the same issue. The purpose of this mes- 
sage was to call attention to the low cost 
of telephone service which was described 
as a 24-hour messenger service with in- 
stant replies, at the ridiculously low rate of 
around 5 cents per day. 

One additional newspaper advertisement, 
one column by ten inches deep, appeared 
while the campaign was in progress. It 
announced, “One More Week of the Tele- 
phone Company’s Bargain Sale.” 

Advance procfs of all this advertising 
and publicity were sent to each local man- 
ager who was invited to read them and 
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have them read by every employe, so they 
could get informed regarding the spirit of 
our publicity, and get some interest and 
enthusiasm from it. 

Employes were paid $1 for each new 
subscriber or extension set sold during the 
campaign, but there was no special com- 
pensation for interviews made which did 
not result in sales. 

The total cost of the campaign in com- 
missions and advertising was around 
$5,000, and it is considered by company 
officials that the good-will generated by 
the interviews was alone worth much more 
than that. 

As an example: After the service sur- 
vey was under way, in one of the towns 
where the telephone exchange was acquired 
by our company within the past two years, 
our manager and his wife were at a cer- 
tain church social. Several subscribers 
mentioned to the manager’s wife the very 
pleasant visit they had from a telephone 
operator, who seemed interested in helping 
to give better telephone service, and who 
inquired if there was anything wrong with 
the service or the equipment. 

They remarked on the contrast between 
such activity and what prevailed before 
our company took over the exchange, 
stating that under former ownership it 
was difficult to get any attention whatever 
to a complaint until several days after the 
complaint was made. 

The intangible factor of public relations 
was very greatly boosted by the service 
survey. 

An interesting feature of the whole cam- 
paign was that it was turned into a sort of 
football contest between the six states rep- 
resented. A quota accomplished was to be 
considered a touchdown, and it is interest- 
ing to report that every state made at least 
one touchdown, or gained its quota. In all, 
the quota as a whole was exceeded by 79 
per cent. Our officials were well pleased. 


—_— ——— 








Cooperation Within the Industry. 

The quality of our service has not 
suffered; we have preserved the financial 
integrity of the business; and it has been 
possible to keep all regular employes on 
the job without reduction in pay. 

Unquestionably, these things are so 
because you have cooperated to make 
them so; because each of you has 
put a shoulder to the wheel; because 
each of you has met a difficult situation 
with courage and determination and has 
accepted whole-heartedly the obligations 
which it has imposed upon you as indi- 
viduals. 

If our standing is to be maintained, 
if our plant and organization are to be 
kept busy, if service is to be extended 
and improved, it is imperative that we 
sell telephone service—H. C. Knight, 
President, Southern New England Tel- 
ephone Co., New Haven, Conn. 
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Recovery of Lost Ground Will 
Require Renewed Effort. 
Recovery of the lost ground will re- 
quire renewed effort on the part of 

everyone in our organization. .... 

Selling more of our service and adding 
as many reasonably permanent custom- 
ers as possible is a matter in which we 
are all vitally concerned. The job has 
not been and will not be easy, but the 
experience of the past two years has 
better fitted us for it. 

I know that every one of us is anxious 
to regain the lost ground and see the 


year close without a station loss, and I. 


am sure each and every one will put 
forth his best effort to that end.—F. O. 
Hale, President, Illinois Bell Telephone 
Go. 








There was intensive rivalry between the 
six states. Besides daily mimeographed 
bulletins which went out from the general 
office to all points, and which carried amus- 
ing cartoons of various prominent com- 
pany individuals, there were bulletins is- 
sued by state superintendents, wherein they 
took up the challenge received from other 
sectors. This put life and fun into the 
campaign aside from the serious aspect of 
going after business. It helped to take the 
minds of participants off of any possibility 
of defeat, with the results which have been 
already stated. 

The new stations gained in the ten-day 
drive not only offset the stations lost pre- 
viously during this year, but show a net 
gain since January 1 of almost 800 new 
stations. We are all convinced that there 
is business to be had in almost any com- 
munity by those who roll up their sleeves 
and go out after it. 

We have a feeling that if a utility com- 
pany is recognized locally as a sort of busi- 
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ness leader in the community, the telephone 
company can inspire all other business men 
in the community by making just such a 
strong sales campaign and realizing actual 
results. We have tried to point out to our 
people that they all owe it to their com- 
munities to thus stimulate an optimistic 
state of mind and tone up the entire busj- 
ness life of their respective communities, 
This is an indirect, although none the less 
important and valuable, result of such an 
effort. 

All exchanges have either installed in- 
struments for their new subscribers, or are 
busy about the job of getting them in- 
stalled, and Mr. Clark and his associates 
at the general office have that well-known 
satisfied feeling which follows any job well 
done. 

It is only fair to pay tribute to the 
splendid cooperation given by the employes 
in all our exchanges during the campaign, 
and we want to especially mention E. E. 
Miles, state superintendent in Oklahoma; 
F. M. Browne, state superintendent in Mis- 
souri; J. R. Shipley, superintendent for 
Iowa and Nebraska; Endsley Jones, super- 
intendent for Kansas; and the several local 
managers in Texas where there is no state 
superintendent. It might be said that the 
Texas group sold its quota almost three 
times, leading all the other states in this 
respect. 

Detail work in the general office was 
handled by I. F. Krehbiel, assistant to Mr. 
Clark, and Fred Coulson, Jr., who did the 
wheel-horse job of compiling daily stand- 
ings and issuing the daily bulletins. The 
cartoonist extraordinary who decorated the 
bulletins with cartoons was Dan Hughes, 
who was very kindly loaned to us for the 
purpose by the public relations department 
of the United Telephone Co. in our neigh- 
boring city of Abilene, Kans. Public ac- 
knowledgment of all these faithful services 
rendered is hereby most gladly extended. 








Sales, the Responsibility of Each 
Individual Telephone Worker. 
Sales mean growth. When a lineman 

strings a wire, when an operator goes to 

her position, when a stenographer goes 
to her desk, when a window cleaner 
washes a window, when a cable splicer 

climbs down into a manhole, when a 

driver mounts his truck—each one of 

these people has his job because some- 
body has sold telephone service. 

The more installations we make, the 
more linemen, operators, stenographers, 
janitors, cable splicers, truck drivers 
and every other type of worker can be 
added to our staff. More sales mean 
more work and more prosperity. Sales, 
therefore, are never the responsibility of 
the “other fellow” in the telephone busi- 
ness. They are the responsibility of you, 
the individual—H. D. Pillsbury, Presi- 
dent, Pacific Telephone & Telegraph Co. 


Sales Job Not Completed. 

In times like the present it must be 
more evident than ever that the com- 
pany’s interest and our individual in- 
terests are common and inseparable—in 
other words that “we” are “the com- 
pany” and that the work that we do for 
“the company” is certainly done for 
ourselves. 

Some may believe we have about com- 
pleted our sales job. This is not so. We 
are just now commencing to learn how 
to sell. We have made a fine start on 
a good job; now is the time to complete 
it. 

Starting from where we are, I believe 
that with improved organized effort and 
by the sustained enthusiasm that is now 
being shown, we can accomplish very 
much more, comparatively, than we have 
so far.—Burch Foraker, President, Mich- 
igan Bell Telephone Co. 
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Telephone Switchboard Salesmanship 


Fundamental Selling Principles Which Should Be Applied to Selling at Switch- 
board—Voice, Personality, Speedy, Dependable Service and Courtesy Important 
Factors—Persistent Training of Operators—Address at Kansas Convention 


By D. C. Ballore, 


Trafic Superintendent, United Telephone Co., Abilene, Kans. 


Statistics prove that the greater number 
of sales is lost on account of bad sales 
psychology rather than inferior or other- 
wise undesirable merchandise. There are 
millions of sales completed by the shrewd 
salesman who has made a complete analysis 

He is a keen judge of 
He knows what to say and 


of how to sell. 
human nature. 
and how to say it. 
While he is selling 
above all things, to keep your mind at ease. 
He will say nothing that invites criticism; 


you he attempts, 


but should he receive criticism, it is grace- 
fully accepted. Just a little word will 
the prospective customer in an 
antagonistic frame of mind 
immediately opposed to you and the article 
you attempt to sell. You may sell him 


but he will not soon forget, and he is likely 


place 
and he is 


to avoid you in the future. 

To illustrate the point, one word used 
every day in the telephone business at the 
switchboard is the little word “wait.” : To 
use that word at the switchboard is just 
the same as giving your business or the 
customer poison in four doses. Since | 
am working in traffic, I despise that word 
and it does not belong to telephone lan- 
guage. 

! believe you should always be serious 
about your work and your future in the 
telephone business. One cannot be serious 
without concentration of thought. In order 
to be a successful thinker, one must always 
arrive at the result of an order, request, 
plan or problem, whether the result be 
good or bad. 

This brings us face to face with the 
significant fact that the customer is the 
most important single factor contributing 
to the success of any business. If you 
do not think so, drive them all away and 
see what happens to you. The customer 
in our business is the first consideration. 
Your salary and my salary cannot be paid 
until a sufficient number of customers has 
used and paid for the toll and local service 
that you and your operating forces sell. 

Importance of Voice Personality. 

What are the important 
contributing to successful selling at the 
switchboard ? 


most factors 
The answer comes in two 
words—personality and quality of the serv- 
ee you sell. If there be a choice between 
Personality and quality as applied to operat- 
ing, I helieve personality is the more im- 
portant factor. Before we go any farther, 
it may be a good idea for us to stop and 
define our subject. We are now talking 


about personality. Briefly, as applying to 
the everyday walk of life, the best defini- 
tion I know is this: 

“Personality is the sum total of your 
daily conduct, which causes people to like 
you or dislike you, which causes them to 

















D. C. Ballore Presents a Few Simple Prin- 

ciples of Switchboard Selling Which, If 

Employed, Will Result in a Satisfied Cus- 
tomer and Increased Sales. 

respect you or not to respect you, which 

causes people to place confidence in you uo 

not to place confidence in you.” 

You ask, how may this definition apply 
to any operator selling at the switchboard? 
Well, you know that it will apply, but let 
us change the wording to fit successful 
selling at the switchboard and here it is: 

“Personality at the switchboard is that 
quality and handling of an operator’s voice 
that will lift her above the humdrum of a 
machine, the operator that 
radiates confidence, and _intelli- 
gence, the voice of an operator that will 
accept severe criticism with the kindly 
acknowledgement, ‘I am sorry, Mr. Jones,’ 
the voice that radiates knowledge.” 

That is my definition of personality at 
the switchboard—the brand that drives 
wrath and distrust out of the mind of 
your customer. 


voice of an 
courtesy 


The customer cannot like you or your 
operating forces unless you are intelligent 
and courteous. If he has no respect for 
your intelligence and courtesy, then he does 
not have any confidence in the service that 
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you are selling. He becomes doubtful as 
to the quality of your service. 

In the average business you would be 
permitted to deal face to face with the 
telephone 


customer. In the business of 


operating, however, you are not permitted 


to transact business face to face; and to 
most of us that is a tremendous disadvan- 
tage. To the operator, the customer is the 
invisible buyer and the operator is the in- 
visible saleslady. 

In the eye of your customer’s mind may 
be a picture of the silly flapper, or an op- 
erator who is disgusted with the world and 
every inhabitant thereof; and then again 
he may picture the courteous, serious- 
minded business woman wanting to serve 
and satisfy. 

Whatever the picture may be, the op- 
erator is the artist; to the customer that 
voice personality means satisfaction or dis- 
gust and loss of business. 

Quality of Service Next in Importance. 

Let us take another step in the require- 
ments of successful selling at the switch- 
board. Quality of your service is next in 
importance. The 
satisfied with the voice personality but if 


customer may be well 
your service is not reasonably speedy and 
accurate he is just half sold. 
half sold account for more disgruntled cus- 


Customers 


tomers than any other single factor in the 
catalog of complaints. 

The instant the lamp flashes or the drop 
falls on any incoming signal, that is the 
time the door opens and you immediately 
approach your customer. The success of 
your approach depends entirely on how 
quickly you insert the answering plug and 
acknowledge the customer’s approach. This 
is the transaction from which the customer 
will form his first impression of you, your 
service and your company. 

The danger or success of this approach 
lies in the fact that the first impression is 
usually a lasting one. The tone of voice 
in the acknowledgement of the signal with 
“Number, please?” or “Long distance” is 
of greater value than the “Good morning’ 
or “How do you do?” that greets you when 
you enter the average business house. 

When you or your operators acknowl- 
edge the signal with “Number, please?” 
that in reality is saying, “I am at your 
ring for 
you?” The acknowledgement phrase, “Long 
distance,” means simply “I will complete 
your distant call: what number and town 


service; what number may I 


are you calling? 
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Have you ever entered a place of busi- 
ness and waited five or ten minutes for 
the sales-person or proprietor to acknowl- 
edge your presence and ascertain your 


desires? If so, you know the effect is 
immediate and definite. The indifferent 
attitude will tell you to go and spend your 
money at another store. 

The same attitude of indifference will 
likewise drive business away from your 
company. The telephone business has com- 
petition just the same as any other busi- 
ness; just remember the Western Union 
operates throughout the world and it is 
after the business. That isn’t all; the 
Western Union will get it if your service 
is unsatisfactory. With this result in mind, 
it is not difficult to visualize the result of 
indifferent operating at the switchboard. 

Now, another step in successful selling 
at the switchboard. If it is a rule that 
knowledge of the product you are selling 
is not a necessity, then selling at the switch- 
board is the exception to that rule. Expert 
operating and, therefore, expert selling 
should be faultless. Knowledge is the only 
way out. 

In dealing with your customer 
operator should know how to give clean- 
cut, non-technical information. To illustrate 
the point : 


every 


Suppose a patron has requested the 
day station-to-station rate to a certain point 
within the state (Kansas) for which the 
station-to-station rate is more than 25 cents, 
or for the day rate to a point in another 
state for which the station-to-station rate 
is more than 35 cents. There are two ways 
of telling the customer about the rate in 
effect. First, the operator could say, “It 
will cost you 40 cents to talk to (Wahoo), 
but we won’t get you anyone you want.” 
Second, and correctly, she should say, “The 
day rate to (Wahoo) is 40 cents for the 
first three minutes, if you do not require 
us to reach a particular person. It is in 
effect between 4:30 a. m. and 7:00 p. m.” 


Isn’t there a lot of value and informa- 
tion in that short and courteous statement ? 
That’s the kind of phraseology all operat- 
ing forces should know and convey to 
their customers. 

Every successful business has a solid 
foundation. I believe the foundation of 
operating is courtesy. I ask you to remem- 
ber that your customers can get along 
without you. I ask you also to remember 
that you can not get along without your 
customers. A toll account which, perhaps, 
it has taken months to establish can be 
terminated in a moment by one careless or 
discourteous act. The least we can do, 
then, is to serve them courteously. “Why 
be so polite?” Because politeness is like 
this: It is the finest shock-absorber in the 
essential to business as it is 
Everybody needs 


world, as 
pleasant in a social way. 
a shock-absorber every day. 

But there is danger in too much courtesy, 
for every virtue becomes a vice if it is 
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Good, Solid Business Waiting to 
Be Sold. 

A large portion of the public could 
save money by a more liberal and more 
intelligent use of the telephone; another 
large portion could add greatly to the 
convenience and satisfaction of their 
home and social life by more telephone 
service, the cost of which would be triv- 
ial as compared with the benefits. 

It is for telephone people to make the 
public realize this and it is one of the 
jobs of the telephone man or woman to 
take his or her part in this‘effort. Fine 
results in this direction have been ac- 
complished in our organization, especial- 
ly in the past two years. 

These results must be continued and 
increased, not to make a paper showing, 
not to get in poor business which will 
only stay a short time or for which we 
cannot collect the charges, but good, 
solid business which is still waiting to 
be sold in good times or bad.—President 
Chester I. Barnard, of the New Jersey 
Bell Telephone Co., Newark, N. J. 








carried too far. There have been various 
companies that have adopted the motto, 
“The customer is always right.” No or- 
ganization could ever live up to such a 
policy, because the very principle back of 
it is unsound and untrue. The customer 
is not always right, and your company 
would be woefully negligent in placing the 
operator on the front line of approach 
with any such understanding. There is no 
more sense to that motto than for the 
customer to say that we are always right. 

I am positive that courtesy is not one 
of your company rules. It is a tradition, 
an instinct, a desire to be gentle and con- 
genial. The spirit of courtesy is every- 
where the same, but it must be kept in 
mind that the end of business is produc- 
tion. Production requires work, but play 
is sometimes introduced to relieve the 
tenseness and to wash out slave-driving 
tactics which are fatal to courtesy. 

.\il of your service complaints are usual- 
ly charged to either the operator or the 
telephone. In the first place, it requires 
good behavior from three people at the 
same time, and that is difficult. Secondly, 
they cannot see one another. They are like 
blind people talking together and no one 
of them can do his part unless the other 
two do theirs. 

You may wonder sometimes why boys 
are not operators instead of girls. Now, 
there is a good reason for that and it is 
due to the alertness and good business 
sense of the telephone man of long ago. 

To put a boy before a switchboard and 
expect him to not pull it apart to see how 
it was made, or to place him in a position 
to entertain himself by connecting the 
wrong parties and listen to the polite man- 
ner they called one another and expect 
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him not to do it, would be expecting the 
laws of nature to reverse themselve 

They discovered, besides, that a boy will 
not “take” what a girl will. It makes no 
difference what happens—the subscribers 
want to blame the trouble on the operator. 
The girls, of course, will hold their tem. 
per (not always but most of the time). | 
suspect if your operators were boys and 
the fellow at the telephone yelled, “You 
cut me off!” and the boy knew that he 
didn’t, he would probably say, “You're a 
liar, I didn’t!” Then if he couldn't cop- 
vince the customer on the line, he would 
go out and settle it in person. 

In larger cities the operators are not 
placed on the regular switchboard until 
they have mastered operating at the dum- 
my switchboard. Then it is with instruc- 
tions to be courteous, 
heavens fall. 

I have attempted to enumerate the va- 
rious necessary qualifications to sell suc- 
cessfully from the switchboard. But, what 
do you have to sell? Service? Yes. Com- 
munication? Yes. Something intangible? 
Yes. Something tangible? Yes. Selling 
telephones? Yes. Selling talk? Yes. What 
kind? Local and long distance. Nothing 
less than merchandise of the telephone 
business. What are all these items of tele- 
phone merchandise? They are the neces- 
sities and conveniences of 
business and social life. 


even though the 


our everyday 


Now, the qualifications of an expert op- 
erator saleswoman are exactly as I have 
outlined. I am sure you are not so con- 
cerned about the one who knows how to 
sell. But what about the one who staggers 
into the job and then staggers on with 
comparatively little or no instruction or 
supervision? When we leave the handling 
of the customer to an operator untrained 
and uneducated in the art of expert operat- 
ing, it is not difficult to visualize or to 
understand why customers that are worth 
real money are being lost. So, then it is 
imperative that we train them fully and 
as speedily as possible. 

You cannot expect to sell al! of them, 
and there are times when you cannot give 
the customer what he wants. So then it 
follows that if you are compelled to turn 
away a customer, do so courteously 

If you should have a look at business 
history you will find there is only one 
method that has ever proved succcessful: 
Let us 
think about what we have done during the 


the proper training of employes. 


past few years to train our operators im 
handling customers. 
we devoted to it? 


How much time have 
I know you have occa- 
sional meetings, perhaps regular meetings. 
I know you tell your employes in broad, 
general terms that they should be cour- 
teous, that they should be tactful, that 
they should show a friendly interest. 

What does that mean to the average em- 
ploye? What are these things through the 
eyes of our customers? How many ¢m- 


ployes could answer these questions? |!ave 
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the vou ever defined these things for your em- the overseas system operated by the A. T. also been heavy, especially since England's 
ployes or have they been fully defined for & T. Co. has been carrying an uncommonly affairs became serious. 
will you! heavy load for the past two months. Most of the calls were of a_ business 
hea; | want to remind those of you in charge During the first six months of 1931 traffic nature, contrasted with the social character 
ibers of the traffic office that in training op- over radio telephone was 20 per cent higher of the exchanges last Christmas. The gov- 
—. erators one cannot train intensely for a than in the first half of 1930, but there was ernment requests and pays for transatlantic 
on day or a week and then slump off in the a sharp pickup in June and July. Calls telephone service just as any individual, 
ia program and expect to obtain desirable between this country and Berlin were and although a frequent user of the tele- 
_ results. It is a task to which one must at record levels throughout the crisis and phone during the recent negotiations it did 
You devote time and work 365 days a year. traffic with other European countries has not seek to have an official channel. 
me What about those of you in charge of 
ea the switchboard selling in your office? Do Wh O t W t t K 
me you think you are on the right track? Are at pera Ors an O NOw 
8) e . . 
ay rete and equine © tact Thank You" Method of Acknowledging Callin Substitution 
- well for you to review the qualifications of for Repetition of Number, Does Not Affect Accuracy of Service 
-_ the capable instructress and leader? and Saves Operator's Time—This Method Becoming Universal 
If I were a good instructress or chief by Mes Maye Wenkuan. 
the ene + mad Ee to naw and ae Traffic Supervisor, Illinois Telephone Association, Springfield, Ill. 
that I would always be entirely unselfish 
tolerant and considerate of the people or Now that the majority of the offices are made the results obtained dwindled to 10 
il employes who would assist me in getting using restricted repetition, the “Thank you” per cent or 15 per cent. 
uc- my job done. iethod, it may be of interest to know Then someone conceived the idea that by 
hat With these characteristics and complete what was responsible for the adoption of acknowledging with “Thank you” instead 
2 knowledge of what you are teaching and this method. of by repeating the number, telephone serv- 
a selling, there is not a good sound reason For many years the larger companies ice would be even more courteous. At first 
ing why you cannot modernize your business worked with their operators in repeating many people, the writer included, were of 
hat and, therefore, greatly improve your pub- numbers to subscribers through rising in- the opinion that this method of acknowl- 
ng lic relations and increase the revenues of flection and questioning tone to get sub- edgment would result in reaching a large 
™ your company through switchboard sales- scribers to acknowledge the repeated num- percentage of wrong numbers. 
ad manship. ber. It was thought that this would re- After making a check on the accuracy 
a --— , duce wrong number calls. It was found in angle, it was found that 90 per cent of the 
ay Telephoning to Europe Shows 20 offices where real hard effort was made to wrong numbers reached occurred on calls 
Per Cent Increase. obtain acknowledgments that the best re- where the operator repeated the wrong 
P Although the high record for trans- sult possible to obtain was about 35 per number and the calling subscriber made no 
eo atlantic telephone traffic set last Christmas cent acknowledgment by subscribers. In attempt to correct the operator. This in- 
aa Day was not broken in the German crisis, offices where special efforts were not being dicated that the subscribers were indiffer- 
ss ent to the repeating of numbers. It was 
4 _ a iii —— a a ne ae also found that it took less operator’s time 
. | to say “Thank you.” 
a | LITTLE RIVERS This experiment was tried out for over 
; By Miss Anne Barnes a year in a large Eastern city and it was 
7 Traveling Chief Operator, Iowa Independent Telephone Association, found that the abolition of repeating num- 
‘ Des Moines, lowa bers had no effect whatsoever on the ac- 
h curacy of the service. In fact, there were 


tary Toll Operating,” 


are your tributaries?” 


If a stranger should pause in the doorway of a room where one of our 
operators’ district meetings was in session, at a time when the subject, “Tribu- | 
was being discussed, I wonder if he might think he was 
looking in on a class studying geography: “Does a tributary . . .?” “What 
and tributaries this, that, and the other thing. 

The word “tributary” always reminds me of happy little rivers dancing 
along between green banks and overhanging trees. 
churned by the city turmoil and seething with its grimy dirt. 


Their waters are not 
How contented 


they should be and yet they are ever and always striving to reach the great 
rivers and mingle with them. Perhaps they have heard of the tall buildings 
brilliantly lighted, towering way above the big rivers, many, many times higher 


less numbers reached when this 
method was used than when the numbers 


were repeated. 


wrong 


Today, restricted repetition is almost a 
universal practice. Numbers are no longer 
repeated at the inward positions at the toll 
board. “Thank you” is here to stay. If 
you have not adopted this method in your 
office I am sure you will want to do so, 
since you know what has been accomplished 
with these two little words. 


than the tallest tree that stands nearby; of huge boats that ride the big rivers’ 
waves; of great smoky, noisy cities somewhere beyond, where things are hap- | 1. 
pening day and night. 


Questions from Illinois Operators. 
What should be the longest time for 
training an operator efficiently? 


The little rivers and the tributary offices, too, have their proper levels and 2. When we pass a “WH” report to Rock 
it is not at all necessary for them to seek higher levels. The thing that really | Island, are we supposed to call for the 
does matter is being the best of what you are where you are. TX? 

The big rivers and the big toll offices have their particular responsibilities, | 3. What report do you enter on your 
and I shouldn’t wonder if they often yearn for the something to be found in ticket when you receive a report of 


tributary offices and in quiet nerve-soothing places where little rivers flow. “All trunks busy’? 


4. Should a party at pay station be notified 
“Make thy garden fair as thou canst, 


Thou workest never alone; 5s | on le eed we ee 
Perhaps he whose plot is next to thine 5S. Does the _— a ee ee 
many wrong numbers? 


May see it and mend his own.” . 
For answers to these questions from real 


SaanaEAE Illinois operators, turn to page 38. 


when his initial period is up? 
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Here and There in Telephone Work 





Minnesota Lineman, 90 Years Old, 
Still in Harness. 

It is a bit unusual to find a lineman, 90 
years old, still doing the regular work for 
the telephone company which he has done 
for years. But that is the case in Grand 
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L. O. Axness, 90-Year-Old Lineman of the 
Home Telephone Co., Grand Meadow, 
Minn., Starting Out to Work One Morning. 


Minn., where L. O. Axness is 
lineman for the Home Telephone Co., of 
which his son, Martin Axness, is secretary- 
treasurer and manager. He has been doing 
this work for the past 20 years. 

The accompanying photograph was taken 
as Mr. Axness started out to work one 
morning. He does not climb telephone 
poles but his regular duties cover ordinary 
line work on the ground. Mr. Axness 
celebrated his 90th birthday on August 2 
of this year and is still going strong. 


Meadow, 





P. B. X. Current Supply; Storage 
Battery Maintenance (Cont’d). 


By Joun A. BRACKEN. 
Manufacturers of P. B. X. storage bat- 
teries recommend, especially, that the 


larger type cells be given an equalizing 
charge, formerly called overcharge. The 
reason for an equalizing charge is that it 
is necessary to a healthy life of each cell 
in the P. B. X. battery. During the regu- 
lar charging and discharging, a certain 
amount of sulphate is formed on the plates 
and remains there unless action is taken 
towards its removal. 

This sulphate increases daily and lowers 
the efficiency of the cells. An equalizing 
charge at periodical intervals not only re- 
moves the sulphate but has a tendency to 
make up for the internal losses; it gives 
the positive and negative plates an electri- 


cal shaking up, as it were. This equaliz- 
ing charge helps to restore the cells to full 
normal capacity and also furnishes a guide 
or stop point by which the succeeding reg- 
ular charges and discharges can be con- 
trolled. 

Both from the standpoint of operating 
efficiency, and life of the battery, custom 
and experience have outlined the follow- 
ing: The best practice is to conduct the 
equalizing charge at stated intervals and 
should be a continuation of the regular 
charge; that is, on the day when the equal- 
izing charge is to be given the regular 
charge should be prolonged. 

The rate of the equalizing charge should 
be about 60 per cent of the eight-hour 
normal rate and should begin when the 
battery has received its full regular charge 
at normal rate. 


Authorities differ as to the proper inter-- 


vals for a P. B. 
charge, 
served, 


X. battery .equalizing 
but if the following rule is ob- 
no harm will result and the cells 
will be kept in good condition: If a bat- 
tery is charged daily, then it should re- 
ceive an equalizing charge once each week 
—and on the same day of each week. If it 
is charged less often, say four times a 
week, then the equalizing charge should 
be given once every two weeks, but always 
on the same day of the week. 


As the battery approaches full charge 
the E. M. F. tends to become constant, 


its value usually depending upon the make 
of the storage cell. It is also to be noted 
on an equalizing charge that the specific 
gravity tends to become constant also. A 
record may be kept on a form similar to 
Fig. 1. Other indications of a complete 
equalizing charge are as follows: 

1. The terminal E. M. F. of the battery 
is at about 2.5 volts, per cell 
less, depending upon the charge, 


more or 
and for 


a period of at least one hour, 
15-minute readings 
rise. 


successive 
showing no further 

2. The specific gravity of the electrolyte 
is constant for one hour. 

3. All cells are gassing freely. Bub- 
bles of hydrogen and oxygen gas are given 
off rapidly and give the electrolyte the 
appearance of rapid boiling. 
gassing is, however, very objectionable. It 
represents useless waste of energy, and the 
gas bubbles tend to loosen the active ma- 
terial from the 
plates. 


Excessive 


positive and negative 


4. The color of the plates varies from 
a light 
fully 
color will be nearly 


chocolate color 
overcharged, 
black. 

5. The color of the negative plates when 
fully charged will vary from a pale slate 
to a dark If the plates are 
exposed to view in glass jars the color can 
be readily observed through the glass. 

When the battery nears full charge, its 
electrolyte begins to bubble and give off 
gas because most of the sulphate has been 
converted in the plates. If the voltage or 
specific gravity is not up to the specific 
values when the cells begin to gas, the 
charging rate should be reduced because 
continued charging at the higher rate re- 
sults in the decomposition of the water in 
the electrolyte, and unless the rate of 
charge is decreased, there will be consid- 
erable gassing. 


brown to when 


charged. lf the plate 


slate color. 


While the periodic equalizing charge is 
beneficial to the plates and reduces surplus 
sulphate, it should not be practiced simply 
to give the battery good measure. Too 
much charge will do about as much harm 
to the plates as too much discharge, caus- 
ing excessive expansion or buckling of the 
plates, heating and short-circuits between 
plates. In addition to this it causes the 
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active material to disintegrate and fall out 
of the grids constituting the plates. 

When a single cell needs a_ special 
equalizing charge the entire battery should 
not be subjected to the equalizing charge, 
but removed from the main battery and 
charged separately. The opening in the 
bank of cells may be bridged temporarily 
with a conductor of sufficient carrying ca- 
pacity to carry the full current of the 
battery. 

If the cell cannot be brought up to full 
charge by one treatment it should be con- 
nected in series with the rest of the cells 
during charging, disconnected during dis- 
charge, and given special treatment until 
it has regained its normal condition. 

The condition of individual cells should 
be followed closely, because one low cell 
with a total of only eight or nine cells 
would be likely to drop the E. M. F. too 
low for satisfactory service. Further- 
more, if a cell is in trouble and is allowed 
to remain so, it is likely to result in dam- 
age to the plates. 

It is not good maintenance practice to 
wait until serious trouble develops in a 
cell and then hunt for the cause. For this 
reason, all cells should be watched closely 
and systematically in order to keep them 
to full capacity. The full capacity of the 
P. B. X. storage battery can be deter- 
mined by. carrying out a test discharge, 
Fig. 2. 

To carry out the test discharge, it is 
first necessary to complete the equalizing 
charge. The battery should then be dis- 
charged at a steady rate, usually the speci- 
fed eight-hour rate, until the E. M. F. 


drops (the fall of potential which takes — 
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Fig. 2. Practical Illustration of Method of 
Determining Capacity of Storage Battery. 


place in an active conductor by reason of 
its resistance) to an average of 1.75 volts 
per cell. 

Thus, the correct discharge rate for a 
2) A. H. (ampere-hour) battery would be 
4.H./H or 20/8 equals 2.5 amperes. A 
theostat (an adjustable electrical resist- 
ance) with a varying range sufficient to 
maintain the discharge rate at a steady 
Value will be required. 

The amount of the resistance necessary 


for the rheostat to have when connected in 
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MEASURING CELL CELL 
INSTRUMENT INDICATION | DISCHARGED | CHARGED 
VOLT METER VOLTS 7s 2-5 70 2-7 
SPECIFIC 
HYDROMETER | SPECIRIC |1.160 To +120] 1275 To 1300 
Fig. 3. Correct Voltmeter and Hydrometer 


Readings of Discharged and Fully—Charged 
Storage Battery Cell. 


series with the battery in order to dis- 
charge it, may be calculated as follows: 
N X SV =TV and R= TV/I, in which N 
stands for number of cells, SV stands for 
single E. M. F. of one cell, TV stands for 
total voltage of the battery, R for resist- 
ance of rheostat and J for the discharge 
current rate. 

Example: Suppose it is desired to find 
the capacity of a nine-cell P. B. X. bat- 
tery having a capacity of 30 A. H. 30/8 
= 3.75 amperes. 

Substituting figures for the 
(letters) 9 cells times 2 volts equals 18 
volts, and the resistance required in the 
rheostat is R=TV/I or 18/3.75=48 
ohms. 

An accurate record of the time of dis- 
charge must be kept. This time in hours 
multiplied by the discharge rate will give 
the ampere-hour capacity of the battery. 
In this case if the battery is discharged in 
seven hours, the ampere-hour capacity is 
equal to H X J or 3.75 times 7 equals 26.25. 

Immediately after the test discharge is 
carried out the equalizing charge should 
be started and maintained until the re- 
charging of the battery is accomplished. 
Fig. 3 gives approximate voltmeter and 
hydometer reading of cells in the dis- 
charged and fully charged condition. Volt- 
meter readings are taken while the elec- 
tric current is flowing to and from the 
battery. 


symbols 





“IT Wonder Why” of an Observing, 
Traveling Telephone Engineer. 
By Ray Biarn. 

“T Wonder Why” some men just cannot 
forget fussy details, no matter what posi- 

tion they occupy? 

It is pitiful to see an executive always 
digging deep into details. A simile of this 
would be a general doing the work of a 
company clerk. 

Most of us have seen men promoted to 
positions of authority and then from choice 
remain in the clerk class. Some men fail 
in executive positions not from lack of 
ability, but because they cannot learn to 
trust their subordinates to work out the 
details after they have outlined the policy. 

Some executives of this type go so far 
as to make some change in each paper 
which passes over their desk. In the ma- 


jority of cases these changes are not neces- 
sary as the meaning of the communication 
is not changed in the slightest, for one man 
just told the story with different words 
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than did the other. Perhaps some people 
maintain a feeling of superiority by pur- 
suing this course. 

We are living in an age of specialists 
and it is impossible for any man, no mat- 
ter how clever he may be, to make a suc- 
cess of being an executive and a 
man at the same time. 


detail 


Opportunities for Companies to 
Sell Telephone Service. 
By J. F. Brapy 

The other day I read in a newspaper 
that in a certain European country it was 
against the law for a visitor to use a sub- 
scriber’s telephone. Just recently, in a 
western state, the legislature passed a law 
making a person liable to a fine for having 
long distance service charged to a_ sub- 
scriber, without his permission. 





Telephone service, in the average ex- 
change, is sold on a flat rate basis, assum- 
ing that the telephone in the home will be 
used only by members and servants of 
the family and that in a place of business 
its use will be confined to employes and 
members of the firm. 

For many years the railroad companies 
issued passes to certain persons not em- 
ployes. This privilege was so abused that 
it was stopped by legislation. Today the 
average telephone company is confronted 
by this same “dead-head” load. From a 
peg count at a certain exchange it was 
estimated that it required the services of 
one operator out of every seven to tell 
persons—many of whom 
scribers—the time of day. 

From 20-odd years of observation, man- 
aging a dozen different exchanges, I feel 
safe in saying that it easily requires one 
operator in seven to give free service in 
many exchanges. 


were not sub- 


In justice to a majority 
of those persons who use other persons’ 
telephones, I believe it is not their inten- 
tion to obtain service for nothing. They 
simply use a service most convenient at 
hand which is, invariably, some neighbor’s 
telephone. 

To my way of thinking there are two 
outstanding ways of reducing this burden 
of involuntarily having to give free 
service and, in fact, turning a liability into 
an asset. One is to install public pay sta- 
tions at convenient points. The other is 
to be able to outline clearly the value of 
personal service. Bear in mind that at 
some time or another practically every per- 
son has to use the telephone. If we, the 
operating companies, do not have adequate 
facilities for the user to buy a “ride,” they 
are going to “bum” one. Did you ever see 
an individual try to hitch-hike in a taxi? 

What we need, in addition to our regu- 
lar line of traffic, is a taxi service peculiar 
to our business. The answer is pay sta- 
tions, although they may be on party lines. 

We do not need the statistics of some 
commission to convince us that the average 
person who is not a telephone subscriber 
has more occasions to use a telephone than 
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he does a taxi or a car. It was estimated 
recently that the average motorist travels 
about 12,000 miles a year at an approxi- 
mate cost of 6% cents a mile. Yet I often 
meet persons disinclined to pay rental for 
a telephone who say, “Oh, well, I can use 
the car,” at the same time volunteering the 
statement that the telephone is a great con- 
venience. They continue traveling at the 
rate of about 40 miles an hour at a cost of 
seven cents per mile and up, instead of 
traveling like the wind at a cost of one cent 
down. 

One way in which to cause our non- 
subscribers to become more telephone- 
minded is to display our goods, by having 
more local pay stations. I say “local” be- 
cause so many persons have come to asso- 
ciate the idea of a pay station with long 
distance service, exclusively. 

Some day an enterprising telephone man- 
ager will install conveniently-located pay 
stations and sell slugs, at a discount, just 
like the street car company sells tickets. 
If he averages one local call a day in the 
smaller town, it will pay in more ways 
than one. But don't just stick the pay sta- 
tion in some obscure corner of a store and 
expect results. Advertise it, as follows, 
for instance: 


Taxi Telephone Service. 


Telephone Company Adopts 


Modern Methods 
To facilitate the greater use of the 
telephone, the telephone company is in- 
stalling (taxi) pay stations at various 
points in the city for both local and 
long distance service. These stations 
will be located at 


Local 


Public buildings are good locations, espe- 
cially the court house, city hall, post office, 
theater, bus stations, filling stations, etc. 

Let this thought be uppermost in your 
mind—that your best prospects are those 
who use the telephone service the most. I 
have in mind the more exclusive types of 
service and the more elaborate facilities. I 
know a manager who doubled the income 
of an exchange in two years by allowing 
subscribers to test out the more exclusive 
types of circuits as, for instance, by. plac- 
ing ten-party subscribers on two-party and 
individual lines for a tryout. Nine out of 
ten changed to the better type of service. 

Build a good metallic line out in a ter- 
ritory where your best rural line sub- 
scribers are using grounded lines. Then 
when the static and crosstalk are the most 
aggravating, place them on the metallic 
line and let them sample it. You will get 
three out of four applications for metallic 
service. 

The telephone development in many com- 
munities is far from the saturation point. 
Our most urgent need is sales efficiency 
engineering methods. Figure out what the 
peculiar advantage of a telephone would be 
to a certain prospective patron. The writer 


TELEPHONY 


recently induced a garageman to place a 
telephone in his home. It was installed 
on Saturday, and on Sunday morning he 
had a call to get a car out of a ditch. 
He volunteered the statement that his first 
job paid his bill for the month. 

Prospects should be divided into three 
main groups: Those who should have serv- 
ice, like the plumber ; those who could have 








A Steadfast Man's Value. 


There is nothing like a steadfast man, 
one in whom you can have confidence, 
one who is found at his post, who ar- 
rives punctually, and who can be trusted 
when you rely on him. He is worth 
his weight in gold.—Charles Wagner. 








service (to their advantage) as the home 
or the one-man place of business ; and those 
who might have service, although used in- 
termittently, as the man who lives at the 
club or hotel and finds the telephone handy 
to get his social or after business hours 
calls from his room. 

Sell your prospect on the idea that it is 
hard to beat a service that 


“Speaks all tongues, goes everyhere 
Though the weather be cloudy, rainy or 


fair; 

That protects all you own against theft 
and fire 

And asks but a pittance to fulfill your 
desire.” 


Missouri Company Has Excellent 
Results from Fall Campaign. 
The Capital City Telephone Co., located 
at Jefferson City, Mo., and operating the 
one exchange serving over 5,300 company- 
owned stations, concluded a month’s sales 
campaign in September with most grati- 

fying results. 

In 1929 the company undertook an ex- 
tensive building program, erecting a mod- 
ern telephone exchange building, installing 
underground and overhead cable. The 
switchboard and central office equipment 
was furnished by the Stromberg-Carlson 
Telephone Mfg. Co. In 1930 the telephone 
company gained 311 stations, a 6.5 per cent 
increase. 

For the first seven months of 1931 there 
was a gain of 99 stations. Due to general 
business conditions this was regarded as 
fairly satisfactory by President Houck 
McHenry and Manager Foster McHenry. 
“Then came August with a noticeable 
slowing down of business activity,” Presi- 
dent McHenry writes. “Still we went 
‘free wheeling’ along and that long hill 
‘disconnection period’ caught us out of gas. 
We slipped, losing station after station. 

On August 26 the heads of the com- 
pany’s maintenance, traffic and commercial 
departments met in conference, and de- 
cided to inaugurate a sales campaign for 
the month of September. The modest goal 
of 100 stations was selected. In order to 
make it more interesting, it was decided to 


Vol. 101. No. 16, 
have the three departments constitute ‘hree 
competing teams, and quotas were assicned 
to the teams in proportion to the number 
of employes in each department. This 
quota was either stations or the equivalent 


number of points which brought in the 
same amount of monthly revenue. 

It was realized that while new stations 
might be hard to get, a general upgrade of 
service would result, with a corresponding 
increase in revenue. The following was 
the basis for the campaign: 


Quota. Stations. Points, 
RN i ig cole ars 32 64 
I sch irah3 ara 0 wits ie 54 108 
eS a | 28 

I ida Sarat aks tpi G aad 100 200 

Increase 
monthly 

Type of service. rental. Points, 
Straight line business... ....$3.00 3 
Business party ............. 2.50 2V, 
Business extension ......... 1.00 ] 
Joint-user business listing... 1.00 1 
Straight line residence....... 2.00 2 
Party line residence......... 1.40 114 


Residence extension 


Residence extension with plug 1.00 1 
Joint-user, residence listing.. .50 ly, 
| Se eer re be 50 , 
Key box chia, Bae aii 1 
Change from party to straight 

LEE earrape § Seton 60 
Change from wall to desk set 

installation 2.50 


While the campaign actually started 
Tuesday morning, September 1, the official 
inauguration was held Tuesday evening at 
a dinner-conference at the Missouri Hotel. 
This meeting was attended by practically 
all the organization, even the operators, 
the switchboard being in charge of extra 
girls. Everyone entered into the spirit of 
the meeting and much enthusiasm for the 
proposition was developed. 

The contest closed on the evening of 
September 30, with the three teams in the 
following order: 





Points. 

First, maintenance department...... 345% 
Second, commercial department.... 74% 
Third, traffic department........... 67% 
BEG JdvdhiaakGebsustawekessabe 487% 


The sales results of the campaign were: 


133 stations sold and installed 
172 stations sold and not installed 


Total: .305 stations sold 


Pemmesa siraight: ................. 38 
Business extension ..............---+ 9 
a Ss anne 6:64 2 
Country line business party.......... 9 
Residence party to business straight... 2 
Residence straight to business straight. 2 
I SN iv caba neces ss 39 
MUONS OPE goo acs aincceasescssesss 176 
Residence party to straight......... . 
Residence extension ............... . +i 
NOD TN cca cucnucewnse.- . il 
Residence extension off business...... 2 
Country line residence party......... 2 
ON PS ae ae ee 4 
Sy ee ee : i. 
RS Sa Say rere 4 
ISSR Re EF OF See 4 
0 See ee peor 2 
Private branch exchange stations... 24 
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Improved Method of Cord Testing 


Quick, Accurate Means of Testing Cords Great Saver of Time as Well as 
Temper of Operator and Repairman—How to Make Portable Tester Compact, ' 
Accurate, Easily Operated, Which Shows Short-Circuits, Reverses and Opens 


Pulaski County Telephone Corp., Winamac, Ind. 


It often happens that when the repair- 
man finds himself engulfed in work he 
receives the glad tidings that he has some 
bad cords in the switchboard that demand 
his immediate attention. He will swear a 
little, as most repairmen do if they have 
been repairmen long, because he remem- 
bers that he has no repaired cords on hand 
due to lack of time. 

Well, there’s nothing to do but repair 
some at once, so he gets his tools ready, 
sets to work and has them cut back in 
very little time. He then removes the 
defective ones from the switchboard and 
puts in the repaired ones. 

He proceeds to the country on an urgent 
case of trouble, repairs the telephone and 
calls in to test. He hears the operator 
plug in, then everything is dead. Then 
he hears a couple of more clicks and that 
old familiar voice saying “Number, please ?” 
By this time, however, it is not so sweet; 
a couple of bangs in the ear would take 
the sweetness out of anyone. 

He is then informed that the cord he 
just repaired was not much of a success. 
Upon returning and examining the cord, 
he finds that it is short-circuited, just a 
mere piece of tinsel from the tip con- 
ductor resting on the ring conductor. 

Had he had some quick, accurate means 
at hand to test the cords after repairing 
them, how much better humor would both 
he and the operator have been in, not to 
mention the time that would have been 
saved. 

In order to help others to avoid a sim- 
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Fic. 1. Section Through Portable Cord- 


Testing Box Showing Assembly and Ar- 
rangement of Equipment. 

ilar or a more disastrous experience, I 
am describing what I use to test cords after 
they are repaired. The device is compact, 
accurate and simple to operate. It will 
sho, short-circuits, reverses, and opens 
simply by pressing a button. 


By Harry Chapman, 


The parts needed can be found in any 
common battery telephone exchange. They 
are as follows: 

One two-conductor jack, one three-con- 
ductor jack, three push buttons (home- 
made), three cord tip jacks (home-made), 
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Fig. 2. Views of Test Box Showing Rela- 
tive Locations of Lamps Push Buttons and 
Jacks. 


three switchboard lamp sockets, one white 
lamp cap, one green lamp cap, one red lamp 
cap, three switchboard lamps, and two 
battery feed conductors. 

This equipment can be 
small box of five or six inches in each 
dimension, Fig. 1. Mount the lamp sockets 
in a row across the cover of the box near 
the back. Across the cover and near the 
front mount the push buttons, spaced about 
14% inches apart as shown in Fig. 2. 

About an inch above the base of the 
front of the box, cut three slots just large 
enough to receive the cord tip jacks and 
equally spaced across the panel, as shown 
in Fig. 2. Cut a piece of wood about an 
inch square and just long enough to fit 
inside the box. Mount this in the lower 
front corner just below the openings cut 
for the cord tip jacks as shown at 4A, 
Fig. 1. 

Then mount the jacks on this so that 
the open end of the jacks will just extend 
out in front of the box, as at B, Fig. 1. 
About midway above the cord tip jacks 
and the top of the box, mount the jacks 
to receive the plugs, The three-conductor 
jack is mounted on the left and the two- 
conductor jack on the right as shown in 
Fig. 2. 

The push buttons can be made, if de- 
sired, by using old hand generator spring 
assembly. The buttons can be made from 
old key handles with a screw and a washer 
on one end to hold the button flush with 
the inside of the cover. 

The wiring is very simple, as may be 
seen from the circuit shown in Fig. 3. 
One side of the lamps is wired common 
and in turn to one side of the battery sup- 
ply. The other terminal of the lamp on 
the left is wired to the tip of the three- 
conductor jack and then carried to. the 
tip of the two-conductor jack. The middle 
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mounted in a, 


lamp is wired to the ring of the two-con- 
ductor jack only. The other terminal of 
the lamp on the right is wired to the sleeve 
of both jacks. 

The other side of the battery supply is 
wired common to one side of the three 
push buttons, the other terminal of the 
push button on the left is wired to the 
cord tip jack on the left. The middle push 
button is wired to the cord tip jack in 
the middle. Then the push button on the 
right is wired to the cord tip jack on the 
right. 

Almost any kind of switchboard wire 
or old jumper wire will do for the job. 
The cord tip jacks can very easily be made 
from strips of brass about an inch long 
and one-quarter inch wide and bent in the 
shape shown at A in Fig. 3-A. 

Six of these strips are needed and all 
bent in the shape as the strips are used 
in pairs, that is, two strips are placed to- 
gether as shown at B, Fig. 3-A and sol- 
dered at point C, Fig. 3-A. A 
drilled somewhere near point C to admit 
a screw for mounting. The wires 
then be soldered to the jacks at this end. 
These jacks can be made of Fahnestock 
clips taken from old dry cells, if the con- 
structor desires. 

It would, perhaps, be a good idea to 
identify each piece of apparatus that ap- 
pears on the outside of the box. Of course, 
this is not necessary. The lamp, push 
button, and cord tip jack on the left can 
be marked 7 for tip, the middle set can 
be marked R for ring, and the set on the 
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Fig. 3. The Simple Circuit of the Cord- 
Testing Device. Fig. A Shows the Bending 
and Assemblage of the Cord Tip Jacks. 


right can be marked S to signify sleeve, 
as shown in Fig. 2. 

To test a three-conductor cord, place 
the white conductor in the cord tip jack 
marked JT, the ring conductor in the jack 
marked R, and the sleeve conductor in 
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the jack marked S. The plug of the cord 
is then placed in the three-conductor jack, 
then press the button marked T and the 
T lamp should light, then release the button 
and press the button marked FR and the R 
lamp should light. Likewise the S button, 
when pressed, should light the S lamp. 

If when pressing the T button the R 
lamp lights, it shows that the tip and ring 
conductors are reversed. If the S lamp 
lights, it shows that the tip and sleeve 
are reversed. This also holds true with 
either the ring or the sleeve buttons. If 
a lamp lights other than the one corre- 
sponding to the button pressed, it shows 
that those conductors are reversed. 


If when the 7 button is pressed and two 
lamps light, the 7 and R lamps both light, 
or the T and S lamps both light at the 
same time, we know that the tip and ring 
or the tip and sleeve conductors are short- 
circuited. This test will also hold true 
with either the ring or the sleeve buttons. 
Suppose we press the T button and the R 
and S lamps both light; we know that the 
tip and ring or the tip and sleeve are 
reversed and the ring and sleeve are short- 
circuited. 

If we have pressed the three buttons 
consecutively and we find that one of the 
lamps does not light, what is more evident 
than that this conductor is open? Of 
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Fig. 4. Method of Reducing 110-Volt Supply 
to a Value Satisfactory for Testing. 


course, there is a chance that the lamp 
is burned out. This can be tested by tak- 
ing a cord that you know to be good 
through the routine of testing. Then if 
the lamp still doesn’t light, you know that 
it is burned out. 

When testing a two-conductor cord the 
same procedure is taken except that the R 
equipment is not used. 

Next comes the question of power for 
the test box. The box can be operated on 
the central office power supply or it can 
be operated off the 110-volt house current 
if desired. Switchboard lamps can be se- 
cured in the voltage ranges of 6, 12, 18, 24, 
36 or 48 volts, whichever one is most de- 
sirable. 

If it is desired to operate off the house 
current, this can be done by using seven 
24-volt switchboard lamps, three in the box 
and four in series with the 110-volt sup- 
ply, as shown in Fig. 4. In this case the 
seven lamps will have to be of the same 
voltage (24 volts) and the current rating 
will have to be the same, because if one 
of the four lamps which are connected in 
series had higher current it would pass 
more current than the others. It would, 
therefore, have the same effect on the rest 
of the lamps as if there were only three 
lamps used in series. 
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Answers to Traffic Questions Pre- 
sented on Page 33. 

1. In the larger offices the training period 
for local operators is usually three 
weeks. Toll operators are given a four 
or five weeks’ course of training. In 
the small office, where the chief op- 
erator does the training, it will depend 
upon how much time she has to spend 
with the student, the type of equipment 
in use, etc. 

2. The “WH” is passed to the TX if the 
called party does not give you an op- 
erator’s number when he reports ready 
to talk. 

3. If you receive a report, “All trunks 
busy,” enter “trks by (time).” 

4. We are responsible for notifying the 
subscriber when his initial period is up 
on all pay-station calls. 

5. In offices where a record was kept of 
wrong numbers reached after the 
“Thank you” method was adopted, it 
was found that the number of wrong 
numbers reached decreased with the 
use of this method. 








There are four 24-volt lamps in series 
and when you press a button to make a 
test you add a fifth lamp, also in series, 
making a total of 120 volts through the 
five lamps. These will operate nicely on 
110 volts, but if the current-carrying ca- 
pacity of one of the lamps were higher, 
it would have the same effect as only four 
lamps in series with a total voltage of 96 
volts, which would, of course, burn some 
one of the lamps out. 

By using this system of wiring the test 
box can be made portable, a great con- 
venience for the man who has more than 
one exchange to look after. 


Quarterly Meeting at Mattoon of 
Directors of Illinois Association. 
The directors of the Illinois Telephone 

Association held their quarterly meeting at 

Mattoon, IIl., on October 7. In connection 

with this meeting, President R. A. Lump- 

kin of the association, who is also presi- 
dent of the Illinois Southeastern Tele- 

phone Co. at Mattoon, entertained the di- 

rectors and a few invited guests at a din- 

ner on the evening of October 6. The 
dinner was preceded by an afternoon of 
golf at the Mattoon Country Club. 


Unusual Sight Related in New 
Personnel Book. 

A man in evening dress, emerging, late 
at night, from a manhole in the middle of 
Broadway and 42nd street in New York 
City, might well attract attention. Such a 
sight is described in the book, “Strategy 
in Handling People,” which has been writ- 
ten by Ewing T. Webb, market and adver- 
tising authority, and Professor John J. B. 
Morgan, of Northwestern University, and 
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HOME -TOWN 
KNOCKERS 


By “Buck.” 

Why is it, in our ole home town, 
you'll see some guys a-standin’ ’roun’ 
a-cussin’ things right up an’ down to 
beat the very deuce? They say the 
town has gone to pot. Are they a- 
workin’? They are not! They jes’ 
set there an’ spout their rot, their 
tongues a-runnin’ loose. 

Our town, they say’s gone to the 
dogs, they’d like to feed it to the 
hogs. The pore durn boobs have 
slipped their cogs. You'd orta hear 
’em rant! 

It’s fierce, the way that they go 
on, but let some swell brunette or 
blon’ go by, these loafers sure will 
con ’em, don’t you think they can’t! 
Despite the way they stare an’ gawk, 
the gals are ugly, t’hear ’em talk. 

Their dispositions are in hock, this 
bunch o’ loafin’ jays! An’ ev’ry for- 
ward movement brought up fer the 
town that they had ought to be 
behind, to them is fraught with evil 
in all ways. 

Oh, tell me why it is a fac’ such 
pore durn boobs all seem to lack 
good sense, but keep on holdin’ back 
an’ only act like mockers, an’ ’round 
the corners leer an’ lurk, instead o’ 
jumpin’ in an’ work to make the 
home town thrive an’ perk? The 
pore durn home town knockers! 











published by Bolton, Pierce & Co. The 
man was Burch Foraker, now president of 
the Michigan Bell Telephone Co., but at 
the time connected with the plant depart- 
ment of the New York Telephone Co. 

Passersby stopped and gaped. What was 
the matter? Was there a crisis? Was 
the man worried about some grave diffi- 
culty? Nothing of the sort! He had 
simply remembered that a couple of his 
cable splicers were working on a hurry-up 
job and on his way home from the theater 
had just “dropped in” to have a little cliat 
with them and find out how they were 
getting along. 
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What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Michigan Bell Hearings to Be 
Resumed Last of Month. 

City and state attorneys conferred on 
October 3 with counsel for the Michigan 
Bell Telephone Co. in the offices in De- 
troit, Mich., of William S: Sayres, federal 
master in chancery, preparing for resump- 
tion of hearings in company’s appeal to the 
federal court for higher rates. 

Harold Goodman, for the state, made a 
new request to the company, asking free 
access to all the American Telephone & 
Telegraph Co. records. The company has 
permitted Attorney Goodman to inspect 
its books, but has withheld certain docu- 
ments and cost accounting which he want- 
ed specifically. 

The state attorney suggested the com- 
pany turn over to him the documents in 
dispute, let him examine them and then, if 
he sought to use them in the state’s fight 
to keep down the rate, the company could 
offer its objections in court. 

Thomas G. Long, for the company, said 
he would be unable to acquiesce “at this 
time.” He and other representatives of 
the company, he told Mr. Goodman, wanted 
to do everything in their power to assist 
the state. 

Mr. Long and Percy L. Lovett repre- 
sented the telephone company. David H. 
Crowley, special attorney for Detroit in 
the rate case, represented the city. 

By agreement of all parties, October 26 
was set as the date for resumption of the 
hearings before Master Sayres. At that 
time three American Telephone & Tele- 
graph engineers who have been working on 
cost-cutting inventions will testify. 


Interstate Commission Holds 


Hearing on Poteau, Okla., Case. 

On October 5 and 6 the Interstate Com- 
merce Commission held a hearing at Fort 
Smith, Ark., on the complaint of the Okla- 
homa-Arkansas Telephone Co., of Poteau, 
Okla., against the Southwestern Bell Tele- 
phone Co. for refusal of the Southwestern 
Bell company to reconnect the Oklahoma- 
Arkansas company’s toll lines at Fort 
Smith to its switchboard. 

The history of this case dates back to 
1927 when the Southwestern Bell company 
served notice to the Oklahoma-Arkansas 
company following a dispute regarding toll 
compensation that it intended to terminate 
its toll line contract with it. In the fol- 
lowing January the Southwestern Bell 
company installed a toll switchboard at 


Poteau and cut off from service the toll 
line .of the Oklahoma-Arkansas company 
between Fort Smith and Poteau. 





The case has been before the Oklahoma 
Corporation Commission and also before 
the Oklahoma Supreme Court. The com- 
mission finally ordered the Southwestern 
Bell company to restore the connection at 
Poteau and take out its toll switchboard 
and also specified the toll compensation. 
As the Oklahoma commission has no juris- 
diction over the toll line connection at Fort 
Smith, Ark., the case was taken to the 
Interstate Commerce Commission. 

The examiner for the commission, M. 
Witters, at the close of the hearing on 
October 6, called for briefs to be sub- 
mitted to the Interstate Commerce Com- 
mission by November 5. At the hearing, 
E. J. Mendel, auditor of the Oklahoma- 
Arkansas company, P. A. Richardson, 
traffic engineer, and R. J. Benzel, general 
manager of the Southwestern Bell Tele- 
phone Co. in Oklahoma, testified. 


Southwestern Bell’s Rate Case Re- 
opened in San Antonio, Texas. 
Rehearing of the Southwestern Bell 

Telephone Co.’s suit against the city of 

San Antonio opened September 28. Judge 

Joseph B. Dibrell of Seguin, special mas- 

ter in the case, is hearing new evidence 

submitted almost three years after the ac- 
tion between the city and the company 
started. 

In its application to the city and sub- 
sequent petition in the federal court, the 
telephone company represented that its 
earnings amounted to only 2.11 per cent 
on a fair valuation of its property in San 
Antonio and estimated that the new 
schedule of rates would yield about 6.84 
per cent. 

Estimates of the value of its property 
in 1927 ranged from $6,900,000 to $7,175,- 
000, according to figures compiled by its 
own engineering staff and a disinterested 
party. 

The: minimum fair value of San Anto- 
nio exchange plants of Southwestern Bell 
Telephone Co. at the end of last year 
was $7,751,061. The value as of Decem- 
ber 31, 1930, was given by Howard S. 
Snell, appraisal engineer, the first witness 
at the rehearing. 

The statement of value given by Mr. 
Snell does not include the new $1,000,000 
building on Auditorium Circle. The 
company is building a new Woodlawn ex- 
change and making an addition to Mission 
exchange to work as parts of the dial sys- 
tem to be installed in the Auditorium Cir- 
cle building. 

On October 1, Bruce Teagarden, one of 
the attorneys for the city, cross-examined 
W. P. Clark, auditor of the company from 
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St. Louis, in regard to expenses of all 
employes of the company, the amount of 
toll expenses included in the total expenses, 
and other items of expense incurred at 
other exchanges and general headquarters, 

The net payroll of the company for 1930 
was $10,718,000, and the construction pay- 
roll was $1,637,271, it was revealed on 
cross-examination. The net income of the 
company here for 1928, as compiled for 
income tax returns, was $504,227, it was 
testified. The net income for 1929, as com- 
piled for income tax returns, was $542,574, 
and for 1930 it was $604,707. 

The city brought out that no attempt is 
made by the company to segregate toll ex- 
penses and revenue from local exchange 
expenses. It is the contention of the city 
counsel that the local subscriber should 
not have the cost of toll business included 
in a computation of the subscribers’ rate. 

Testimony. regarding construction ccsts 
was also introduced the same day. E. W. 
Robinson, member of a construction firm, 
testified that construction costs in 1928 
were 95 per cent, in 1929 were 96 per cent 
and in 1930 were 88 per cent of those in 
1927. 

The controversy over te‘ephone rates in 
San Antonio dates back to February, 1928, 
when the Southwestern Bell Telephone 
Co. made formal application to the mayor 
and city commissioners for permission to 
revise the then prevailing schedule of % 
monthly for residential telephones and 
$7.50 monthly for places of business. 

The company asked that it be granted 
permission to increase its monthly resi- 
dential rate to $4 and raise the business 
rate to $9 monthly. The city of San An- 
tonio denied the petition, whereupon the 
matter was taken into court. 

On March 26, 1928, the telephone com- 
pany filed a suit in the United States Court 
for the Western District of Texas asking 
that the city of San Antonio and its mayor 
and commissioners be enjoined from in- 
terfering with the collection of the higher 
rates sought. 

Judge DuVal West, on April 23, 1928. 
granted a temporary injunction as fe 
quested and ordered the telephone com- 
pany to post bond of $500,000 pending final 
disposition of the case. Meanwhile, Judge 
West, on the same date, appointed Judge 
J. B. Dibrell of Seguin, master in chan- 
cery to hear evidence in the case. 

Hearings were held by Judge Dibrell 
from September, 1928, to December of 
that year in San Antonio. By the time 
they were concluded the record reached 4 
volume of about 5,000 pages of typ rit- 

(Continued on page 45.) 
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(Continued from page 40.) 
ten matter in addition to a vast amount of 
documentary evidence. Briefs of all par- 
ties concerned, subsequently filed, were in 
by July, 1929. 

The city took exception to Judge Di- 
brell’s findings and recommendations and 
they were considered by Judge Edwin 
Holmes of Mississippi, who was sitting 
for Judge West. He had announced that 
he would render a formal opinion uphold- 
ing Judge Dibrell when the decision of the 
United States Supreme Court in the IIli- 
nois telephone case last fall caused him to 
remand the case to Judge Dibrell for fur- 
ther hearing on special issues. 


Asks Commission for Authority to 
Consolidate 14 Companies. 

A petition for the consolidation of 14 
state telephone companies now owned by 
the United Cos. into a company to be known 
as the Union Telephone Co. was filed 
with the Indiana Public Service Commis- 
sion on October 7. 

The companies are the Amboy Home 
Telephone Co., the Bakers Corner-Horton 
Telephone Co., the Valley New 
Telephone Corp., the Center Telephone 
Co., the Citizens’ Co-Operative Telephone 
Co., the Ekin Mutual Telephone Co., the 
Greentown Telephone Co., the Mellott 
Telephone Co., the Mooresville Telephone 
Co., the Morocco Telephone Corp., the 
Newtown Telephone Co., the State Line 
Telephone Co., the Veedersburg Telephone 
Co. and the Waynetown Telephone Co. 

The Union Telephone Co. would trade 
10,000 shares of no par 
stock for the companies. 

The petition asserts that the merger 
would eliminate the necessity of 14 sepa- 
rate accounting records, would permit one 
report each year to the commission and 
similar organizations, would permit the 
operation of the properties under one 
group of executives, would group the 
properties under one corporation having 
no outstanding interest-bearing securities, 
and would bring “numerous other benefits 
and savings.” 
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Ohio Commission Denies Rehear- 


ings in Two Rate Cases. 
The Ohio Public Utilities 
cn October 7 denied applications of the 
Warren Telephone Co. and the Ohio Cen- 
tral Telephone Corp. for rehearings on in- 
creased rate cases. 
lhe Warren Telephone Co. filed a mo- 
tion October. 3 for a rehearing of its case 
ail a suspension of the order of Septem- 
ber 5. This order rejected the schedule 
01 advanced rates collected under bond 
since November 1, 1928, and ordered that 
re'unds be made to subscribers. 
he company cited 28 grounds of error 
in its application. The principal grounds 
cod were that the commission allowed an 


Commission 


proper valuation for the company prop- 
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erty for rate making purposes, and that 
it allowed excess depreciation in the re- 
construction costs in its finding. 

The commission also was alleged to 
have omitted a going concern valuation 
from the figures which the company con- 
tended should have been allowed. Another 
ground cited was that the commission’s de- 
cision was an “unlawful failure to allow 
an 8 per cent return on the fair valuation 
of the property.” 

The Ohio Central Telephone Co. asked 
the commission to conduct a_ rehearing 
relative to the commission’s order, issued 
September 15, reducing rates which the 
company had been coilecting for telephone 
service in the Wooster, Millersburg and 
Orrville districts. 

Claims that the commission failed to 
allow sufficient amounts for depreciation 
of the company’s properties and for cur- 
rent maintenance were included in a list of 
30 alleged 
charged were made by the commission in 
arriving at 

The company also contended that the 6.5 
per cent allowed by the commission as the 


errors which the «company 


its decision. 


basis of return on the company’s invest- 
ment does not afford an income sufficient 
to pay interest in dividends upon senior 
securities issued to the public under au- 
thority of the commission. 

The company insisted that the commis- 
sion’s order was confiscatory and in viola- 
tion of the federal and state constitutions. 

The commission figures that the amount 
to be refunded by the Warren company 
will be approximately $138,000, for the 
period from November 1, 1928, to June 
30, 1931. That of the Ohio Central com- 
pany is estimated at about $62,359 together 
with 6 per cent interest from August 1, 
1928, to October 1, 1931. 


Wisconsin Statute on Costs of 
Investigations Held Void. 
Because the legislature at- 
tempted to delegate to the Wisconsin Pub- 


Wisconsin 


lic Service Commission the right to decide 
whether a public utility should be assessed, 
in whole or in part or not at all, for the 
costs of an investigation, the act is uncon- 
stitutional, according to a decision ren- 
dered on October 6 by Judge August C. 
Hoppmann in the Circuit 
Court at Madison. 

Judge Hoppmann overruled a demurrer 
of the defendant in a complaint filed by 
the Wisconsin 
Service Commission, 


Dane County 


Telephone Co. vy. Public 


resulting from the 
rendering of a bill by the commission to 
the telephone 
an investigation of rates. 

The 1931 legislature passed a bill pro- 
viding that any utility should pay the costs 
of an investigation, with a proviso, how- 


company for expenses of 


ever, “that the commission may exempt 
and relieve such public utility, power dis- 
trict or railroad from the duty of paying 


such expenses, or a portion thereof, but 
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only upon a finding that the public interest 
requires that 
district or railroad be thus exempted and 
relieved, in such 
shall not be dischargeable as a part of the 


such public utility, power 


which event expenses 
remainder described in sub-section (2) of 
this section.” 

Realizing that destruction of this por- 
tion of the law will bring the downfall of 
the whole structure, the 
have announced that they will appeal to 
the state supreme court immediately. 
David E. Lilienthal also 
has stated that the special session of the 


commissioners 


Commissioner 


legislature, meeting late this month, will 
be asked to change the section of the law 
under attack if the supreme court agrees 
with the circuit judge. 

“Evidently,” Judge Hoppmann said in a 
memorandum, “the legislature started out 
with the intention of enacting a statute pro- 
viding that the expenses incurred by the 
commission in making its investigation 
should be borne by the corporation being 
investigated. 

“Had the legislature enacted such a law 
in fact, it would seem that it would have 
been invulnerable to the constitutional ob- 
jection now raised by the plaintiff, but the 
legislature failed to enact such a law... . 

“Whether ‘public interest’ requires the 
enactment of a law is a question which 
the legislature must pass upon. That duty 
cannot be delegated. What ‘public inter- 
est’ requires is not a fact which a fact- 
finding body, like any of the state commis- 
sions, may find or determine.” 


Court Provides Commission May 
Reopen Telechronometer Case. 
The judgment issued by the Washington 

Supreme Court upholding the decision of 
the Washington Department of Public 
Works discontinuing the use of telechro- 
nometers in Everett, Wash., provides that 
the department may, if it desires to do so, 
reopen the proceedings. The court’s de- 
cision did not discuss the merits of the 
telechronometer. 

In the course of the hearing before the 
superior court, which reversed the de- 
cision of the department on November 19, 
1930, an order was entered directing the 
department to certify to the court a report 
made to the department by its chief engi- 
neer, under date of September 25, 1929, 
entitled “Report of the Chief Engineeer on 
Valuation and Rate Investigation of the 
Everett Exchange of the West Coast Tele- 
phone Co. as of June 30, 1929,” and also 
the annual report of the telephone company 
to the department of public works for the 
year 1929. 

The department contended that the su- 
perior court should not have required this. 
The supreme court, however, decided that 
the department could have caused these 
reports to be introduced in evidence. It 
could then have used them in connection 
with inquiry into systems employed by the 








46 


company in computing service charges and 
into mechanical devices employed in de- 
termining charges. 

It may be recalled that by the commis- 
sion’s order of March, 1926, the telephone 
comipany was directed and required to 
equip its system for measured service; the 
findings reciting that the telephone com- 
pany desired the installation of such facili- 
ties. This order was reviewed by the 
Superior Court for Thurston county, which 
court affirmed the order of the department. 
From this judgment of the superior court 
no appeal was prosecuted, and the order 
of the department became final and was 
complied with by the utility company. 

The telechronometer company contended 
that this situation could be changed only 
through an action instituted by the tele- 
phone company itself, and that an order 
based upon any other foundation unlaw- 
fully interferes wtih the managerial power 
or discretion of the utility. In the absence 
of objection by the telephone company, the 
supreme court found no merit whatsoever 
in this contention. 

Had the utility objected, an entirely dif- 
ferent question would have been presented. 
The telechronometer company, which is not 
a public service corporation, having been 
by the department permitted to appear and 
introduce evidence, could not for that rea- 
son raise all questions which might have 
been raised by the utility company itself. 

The supreme court provides that if the 
proceeding is reopened, all parties shall 
have the right to offer further testimony. 


Indiana Commission’s Order Sets 
Aside Federal Court Ruling. 

A decision of the Indiana Public Ser- 
vice Commission on October 2 apparently 
opens the way to a program of utility rate 
revision and readjustments that likely will 
be state-wide. A majority of the commis- 
sion undertakes to adapt valuation, for 
rate-making purposes, to present-day costs. 

The decision disregards a valuation estab- 
lished three years ago in the particular de- 
cision on which the order was made. It 
also holds that a return of 5 per cent on 
investment would be fair today, as 7 per 
cent was held to be a proper return in a 
supreme court decision a few years ago. 

This supreme court ruling was in the 
case of the Indianapolis Water Co. and, 
strangely, the present ruling was in a water 
company rate case at Vincennes, Ind. The 
decision, however, indicates the attitude of 
commission members in the matter of valu- 
ations and percentage of returns that 
should be permitted utilities. 

The commissioners evidently take the 
position that rates should follow reproduc- 
tion values. When these decrease, costs to 
consumers should go down. The pro- 
nouncement that 5 per cent on investment 
is enough is even morely likely to incur 
opposition from the utilities relying on the 
ruling of the United States Supreme Court. 
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The present case is of long duration. 
The company in 1928 obtained a ruling in 
the United States Circuit Court of Appeals 
setting a valuation $300,000 more than that 
just fixed by the commission and in so do- 
ing, the court reversed a ruling of the 
district court in Indianapolis, which had 
the value $100,000 less than that fixed by 
the commission on October 2. 

Attorneys for the company contend that 
the commission can not lower the valua- 
tion of the property in face of the federal 
court’s action. In its order, however, the 
commission held that the United States 
Circuit Court of Appeals, nor any other 
court, can permanently enjoin the com- 
mission from exercising its functions. 


Bureau Organized to Fight for 
Lower Utility Rates Repulsed. 


The Citizens’ Service Bureau, Inc., of In- 
diana, has been given a distinct repulse by 
the Indiana Public Service Commission. 
The bureau ostensibly was organized in 
order to fight for lower utility rates in all 
parts of the state. It was said to be seek- 
ing to form branches in many Indiana cities 
with the express intention of agitating 
utility patrons into action for lower rates. 

The bureau was organized by Jap Jones, 
of Martinsville, Ind. Immediately he took 
an active interest in an electric rate reduc- 
tion at Franklin, Ind., with the Public 
Service Co. of Indiana on the defensive. 

The result of the ruling was that Mr. 
Jones and his rate-reduction petition were 
barred by the commission. The order pro- 
vides that the commission continue ap- 
praisals of the properties and it was pointed 
out that citizens of Franklin will be given 
a hearing without the 25 per cent contin- 
gent fee, on a reduction basis, which was 
agreed to by contract between Mr. Jones 
and the city administration at Franklin. 
Mr. Jones failed to appear and defend his 
position at the hearing in Indianapolis. 

The order terms the contract between 
Mr. Jones and the city “champertous” and 
forbids Mr. Jones to appear in connection 
with the case. Commissioner Harry K. 
Cuthbertson, who had charge of the hear- 
ing, called the Jones idea a form of rack- 
eteering and said it was inaugurated “for 
the purpose of exacting from the public 
fees and compensation that not only are 
unjust and inequitable, but in violation of 
the law as being a fraud perpetrated against 
the public.” 


New York Commission Has No 
Jurisdiction Over Mutuals. 

By an order of the New York Public 
Service Commission on September 26, 
scores of renters of telephones from the 
Howard Telephone Co., in Steuben county, 
New York, near Hornell, will have to be 
without service unless they become stock- 
holders in the telephone company. 

The order of the commission recites 
that it “has no jurisdiction” in this matter. 
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This is based on a hearing held in Horneil. 

The order says that the reason the com- 
mission has no control or jurisdiction over 
the Howard Telephone Co. is because “it 
does not operate for profit.” 

Some years ago the Howard Telephone 
Co. was organized by a group of farmers. 
They built a line and installed telephones. 
Several farmers wanted telephones and 
these were served by installation of tele- 
phones on the rental basis. These farmers 
rented but did not desire to buy shares in 
the company. 

Some months ago the company desired 
to reorganize and incorporate. The rent- 
ers of telephones were advised that they 
must take shares or be denied service. 
The renters declined, whereupon their tel- 
ephones were taken out and service was 
discontinued. 

The renters then appealed to Commis- 
sioner Lyle W. Jackson, of Hornell, who 
gave the opinion now sustained by the com- 
mission. Under the opinion of the commis- 
sion the present stockholders of the tele- 
phone company may now incorporate and 
deny service to any one who is not in 
possession of at least one share of stock 
and who is not a member of the company. 


Time Service as Advertising Meth- 
od Annoying to Subscribers. 


Earl Coryell, oil and filling station op- ’ 


erator of Lincoln, Neb., has undertaken, as 
an advertising proposition, to furnish the 
correct time to all callers at that exchange, 
and is in the hands of the Nebraska State 
Railway Commission as a result of his 
enterprise. The Lincoln Telephone & Tele- 
graph Co. gave such service for years, but 
it became burdensome and was discontinued. 

Business men and others who had tele- 
phone numbers similar to that assigned to 
Mr. Coryell complained to the commission 
that they were being annoyed by persons 
who carelessly called them for the time. 
A conference was called and resulted in 
the telephone company being instructed to 
find out and assign Mr. Coryell some num- 
ber so different from any others on its 
list that the danger of annoying other sub- 
scribers would be reduced to the minimum. 

The advertising value of this time service 
depends on the linking up of the private 
business of the firm providing it with an- 
swering the telephone. The plan is, before 
giving the time to the inquirer, to advise 
him to see a certain merchant for an un- 
usual bargain that day. 


Central Bridge (N. Y.) Telephone 
Co. to Sell Properties. 

The sale of the Central Bridge Tele- 
phone Co., Inc., which furnishes telephone 
service in and about the village of Central 
Bridge, Schoharie county, New York, to 
the New York Telephone Co., was aj 
proved October 7 by the New York Pub- 
lic Service Commission. 

(Please turn to page 72.) 
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Personal Notes from the Field 





B. T. Van Voorhis, of Erie, Pa., 
commercial superintendent of the Pennsyl- 
yvania Telephone Corp., is now general man- 
ager of the Ohio properties of the Asso- 
ciated Telephone Utilities Co., of Madison, 
Wis. He assumed his new duties the first 
of October with headquarters in Columbus, 
Ohio. 

Prior to his connection with the Pennsyl- 
yania Telephone Corp., Mr. Van Voorhis 
was chief telephone engineer of the Ohio 
Public Utilities Commission for a number 
of years and is well known to Ohio tele- 
phone men. 

J. B. Woodside, of New London, 
lowa, for the past quarter of a century 
manager of the New London and Mt. 
Union telephone exchanges, has resigned 
and severed his connection with the Iowa- 
Illinois Telephone Co., effective this month. 

Ralph Walker, manager of the Eldon 
exchange and formerly Mr. Woodside’s 
assistant, will succeed him as head of the 
two exchanges. Mr. Woodside has not 
announced ‘his plans for the future but 
expects to remain in New London. 

Charles H. Moore, Glasgow, Ky., 
state manager of the Southern Continental 
Telephone Co., Cookeville, Tenn., has been 




















Charlies H. Moore, of Glasgow, Ky., Ken- 
tucky State Manager of the Southern Con- 
tinental Telephone Co., Who Has Been in 
the Telephone Field for 30 Years. Mr. 
Moore Recently Had the Honor of Being 
Appointed a Colonel by Governor Sampson. 


appointed to Governor 


Sampson’s staff 
with the rank of colonel. 


The handsomely 


eng: ved commission presented to him has 
beer framed and now adorns the main 
lobby of the new telephone building re- 
cent 


completed at Elizabethtown. 





This unusual recognition was given to 
Mr. Moore as something of a reward for 
his progressive spirit in the development 
and improvement of telephone systems in 
many southern Kentucky towns in his 30 
years of telephone activity. The cul- 
minating event in his many years of service 
was the cutting into service of the first 
automatic telephone system of its kind in 
Kentucky, on August 27, 1931, at Eliza- 
bethtown. 


Ben S. Read, of Atlanta, Ga., presi- 
dent of the Southern Bell Telephone & 
Telegraph Co., on September 21 completed 
40 years of service with the Bell System. 
A luncheon was given in his honor by his 
official staff at which his eight-star service 
emblem was presented by Leland Hume, 
of Nashville, Tenn., vice-president of the 
company for many years. 

Mr. Read entered the telephone field as 
toll agent in the town of Carthage, Tenn., 
at the age of 14. Through hard work and 
native ability, he gradually worked his way 
up as manager of the exchange there. He 
was transferred to the company’s general 
office at Nashville and later became local 
manager at Owensboro, Ky. 

He in turn became manager at Louisville, 
Ky., and Chattanooga, Tenn., in the days 
when the manager installed telephones, re- 


' paired the lines, and personally did about 


everything to keep the service going. After 
some time he was transferred to New 
Orleans, La., in the same capacity. 

Mr. Read was soon appointed division 
superintendent for Mississippi and Louisi- 
ana and in March, 1912, he received an- 
other promotion as general manager of the 
3ell Telephone Co. of Missouri with head- 
quarters in St. Louis. In November of that 
year he was sent to Kansas City as general 
manager of the Missouri & Kansas Tele- 
phone Co. 

In 1914 Mr. Read returned to St. Louis 
as vice-president of the Southwestern Bell 
Telephone Co. During the war, when the 
government took over the operation of all 
the telephone lines, he was put in charge 
of all commercial and rate matters for the 
Bell System under the direction of the fed- 
eral board. In 1919 he was elected presi- 
dent of the Mountain States Telephone & 
Telegraph Co., at Denver, Colo. 

Mr. Read became president of the 
Southern Bell company in 1924 and since 
that time has resided in Atlanta. He is 
greatly respected and admired throughout 
the Southern States, and his keen interest 
in the progress and development of the 
South has been reflected in the expansion 
and improvement of the service of his com- 
pany. 

Frank O. Cuppy, of Lafayette, Ind., 
secretary-treasurer and manager of the 
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Lafayette Telephone Co. for 25 years, has 
been appointed general manager of the 
Indiana properties of the Associated Tele- 
phone Utilities Co., succeeding Charles R. 
Hurmence of Elkhart, Ind., resigned. 

Mr. Cuppy was born in Montmorenci, 

















Frank O. Cuppy, of Lafayette, Ind., Was 

Newly Appointed General Manager of the 

Indiana Properties of the Associated Tele-— 
phone Utilities Co. 


Ind., September 6, 1875. 
of age he has made his own living, having 
worked on a farm in his youth. Although 
he did not graduate from the common 
country schools, he spent eight months at 
the Valparaiso Normal School studying 
telegraphy. He also took a course along 
commercial lines. 

From 1897 to 1902 Mr. Cuppy was a 
traveling salesman. In September, 1902, 
he entered the telephone field, going to 
Lafayette, Ind., as cashier for the Lafay- 
ette Telephone Co. and four years later 
was promoted to the position of manager. 
In 1911 he 
in addition to his duties as manager. 

Mr: Cuppy has quite active in 
affairs of the Indiana Telephone Associa- 
tion, having been a member of the board 
of directors in 1918 and 1919. He was 
elected secretary of the association in 1920 
in which capacity he served until 1926. 
Since then he has been a member of the 
board of directors. 

C. D. M. Cole, assistant vice-president 
of the American Telephone & Telegraph 
Co. and widely known throughout the in- 
dustry in the United States because of his 
work in connection with the purchase and 
sales of Independent telephone properties 
by the Bell System, retired on July 1, 1931, 


Since nine years 


was made secretary-treasurer 


been 
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after a service of 41 years and two months. 

Charles D’Urban Morris Cole was born 
in New York City in 1861. Both his pater- 
nal and maternal ancestors were. English 
and were among the early settlers of 
America, James Cole, the founder of the 








Photo by Bachrach. 











Cc. D. M. Cole, Formerly Assistant Vice- 

President of American Telephone & Tele- 

graph Co., Who Retired July 1 from Active 

Telephone Work After More Than 41 Years 
of Service. 


family in this 
prominent 


having been a 
of Plymouth, Mass., 
where he resided on what is now known as 
Cole’s Hill. 

In 1667 his son, Hugh Cole, moved to 
Swansea, Mass., where his descendants 
have since resided. Mr. Cole’s great- 
great-grandfather was governor of Rhode 
Island, and his grandfather was high 
sheriff of Bristol County, Rhode Island. 

Mr. Cole was graduated from Harvard 
University in 1883 and then studied in Co- 
lumbia University Law School, where he 
received his degree in 1885. He was admit- 
ted to the bar of New York state in the 
same year, and to the bar of New Jersey 
in 1895. From the beginning of his prac- 
tice, he devoted his energies exclusively to 
corporation laws, establishing himself as a 
specialist in that branch. 

In 1889 he became associated with the 
American Telephone & Telegraph Co. as 
an attorney. During his 41 years of ser- 
vice with that corporation he handled a 
great many important legal and executive 
matters and was in charge of the pur- 
chases and sales of Independent telephone 
properties, presenting the cases before the 
Interstate Commerce Commission. In this 
latter connection he became well acquaint- 
ed with many Independent telephone men. 

For a number of years Mr. Cole served 
as general attorney of the company, and 
for the last 11 years had occupied the posi- 
tion of assistant vice-president. 


country, 
citizen 


He was a 
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member of the company’s first employes’ 
benefit committee, which was organized on 
January 1, 1913. He was also a director 
and officially connected with several other 
large companies, including the Cuban- 
American Telephone Co. and the Quebra- 
das company. 

His home is in Morristown, N. J., where 
he has taken an active interest in civic 
affairs. He has never held public office, 
although frequently urged to do so. He 
has, however, devoted much time to the 
civic association of the town and has served 
as a trustee of the Y. M.C. A. He is now 
president of the Morristown Field Club, 
a playground for young people. 

In 1904 Mr. Cole was appointed by the 
New Jersey Supreme Court as one of the 
five commissioners to recommend and 
build a sewer system for Morristown. This 
resulted in the construction of a ‘plant that 
has been a model for many other ;. 

Chester I. Barnard, of Newark, N. J., 
president of the New Jersey Bell Tele- 
phone Co., has been appointed by Governor 
Larson as state employment director. The 
naming of an advisory committee t» work 
with Mr. Barnard has been deferreu at his 
request. He feels that the 
action and not discussion. 

Mr. Barnard is ready to start vork at 
once and will give as much of his time as 
necessary to the unemployment program. 
It is expected that he will remain at the 
task until spring. 


need is for 


Because of this new appointment, he has 
found it necessary to terminate his official 
connection with several other civic and 
public institutions which take a good deal 
of time. 


Obituary. 

Frederick C. Saunders, of Cuba, N. Y., 
formerly president of the Cattaraugus 
Union Telephorie Co., of Little Valley, N. 
Y., and president and general manager of 
the Allegany Pelephone Co., of Wellsvilie, 
was buried September 16. Mr. Saunders’ 
death followed a long period of ill health 
which culminated in a stroke a few weeks 
ago from which he never rallied. 

Mr. Saunders was a director of the Up- 
State Telephone Association of New York 
and a regular attendant at its annual con- 
ventions. 

Surviving him are his wife, Mrs. Frances 
Saunders, and one sister, Miss Katherine 
Saunders, an instructor at Vassar College. 

E. S. Towle, who was early interested 
in the construction and development of 
telephone plants in southeastern Nebraska 
died recently at his home in Falls City, 
Neb. His son, E. H. Towle, is. chief 
owner and general manager of the South- 
eastern Telephone Co., which operates a 
number of plants in that section from 
Falls City. Mr. Towle was 88 years old. 

He was made speaker of the Nebraska 
house of representatives more than 50 
years ago and was first mayor of Falls 
City. He was a member of the state con- 
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stitutional cor tion in 1871, the younges 
man in the group. He was ad: 

the bar in 1868, and practiced law $dr moi 
than half a century. 

John A. Steninger, aged 75, a pioneer 
in Independent telephone work in South 
Dakota, died September 24 in his home jn 
Parker, S. D., of heart disease. 

Mr. Steninger was born in Delavan, III, 
April 30, 1856, and received a grade and 
high school education. He learned 
telegraphy and entered the railroad busi- 
ness in Illinois, but later moved to lowa 
and then to Parker, S. D., where he opened 
the Northwestern Railway Station which 
he operated for 33 years. 

While a railroad agent at Parker he be- 
came intrested in the telephone business 
as a side line. In May, 1894, after the 
expiration of the Bell patents, he built the 
exchange at Parker, subsequently estab 
lishis x exchanges at Hurley, Marion, Do'- 
ton. nd Monroe, which became known as 
the teninger system. 

ith Dakota was among the first states 
tc. rm the Independent Telephone Associ, 
é i and it was born in Mr. Steninger 


‘as agent of the railway company j 
3s He was the second vice-presiden 
the association from 1905 to 1913, when 
was elected president. 


— - 


In this capacity 
». served the South Dakota Independent 
1 phone Association for 10 years. 


_— 


tfe has also been a regular attendant at 

















The Late John A. Steninger, a Pioneer 

Independent of South Dakota and One of 

the Founders of the South Dakota Associa- 
tion in 1903. 


the conventions of the United States In- 
dependent Telephone Association. 

Mr. Steninger sold his properties several 
years ago to the Central West Public Ser- 
vice Co. and retired from the industry. He. 
however, still retained his interest in tel- 
ephony, having attended some of the re 
cent national conventions in Chicag 
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Specialists in 


RUBBER COVERED TELEPHONE WIRE 
COPPER . . . BRONZE . . . COPPERWELD 


Our wires conform to our specifications which have 
made use of the latest developments in materials. 
Br? 'ded rubber c >vered telephone wires should have long 
life under outside exposures and extreme conditions. 
Cu: ymer's Specifications Executed as Ordered. 


Uh. Mhituey Bishe Company: 


NEW HAVEN, CONN. 


MANUFACTURERS 








AIRGRAPH OF THE FACTORY OF THE WHITNEY BLAKE COMPANY AT NEW HAVEN, CONN. 


SPECIALLY EQUIPPED TO MAKE TELEPHONE WIRE AND MAINTAIN HIGHEST STANDARDS 





Jaternationa!l Standard 
FOREIGN DISTRIBUTORS: =, Cuperat 67 BROAD ST., NEW YORK CITY 





























The Unusual in Telephone Work and Telephone Men at Home and Afield: 1. Three Graces; a Triple Office Pole. 2. It’s Done Differ- 
ently Now But 20 Years Ago An Ohio Telephone Man Telephoned the Office While Sitting in His Car. 3. A Novel River Crossing. 
4. Temporary Central Office in Texas Made of Scrap Iron After a Fire Destroyed Exchange Building. 5. Rural Lines with Natural 
Crossarms. 6. Tree Used for Central Office Pole in Texas. 7. Some Illinois Association Golfers: Secretary A. J. Parsons and Direc- 
tors E. D. Glandon, Pittsfield, and A. R. Patterson, Streator. 8. A Case Where Transpositions Had to be Made Between Poles. 
9, Donald Coombs, of St. Louis, Mo., and T. C. Ainsworth, Bloomington, IIl., at Mattoon. 10. Poorly-Guyed Pole Which Broke 
Off and Fell in’ Street 24 Hours After Plant Had Been Rebuilt. 11. An H Fixture with Single Side Guy for a Corner in a Toll Line. 
12. Frank E. Bohn, Fort Wayne, Ind., President, Home Telephone & Telegraph Co., on Vacation. 13 A Peculiar Location for 4a 
Test Cabinet—on Top of the Switchboard. 14. A Double Underground Pole. 15. A Foursome at Mattoon, Ill., Recently: . K. 
McCorkle, Chicago, Vice-President, Illinois Bell Telephone Co.; A.-A. Wilson, Mattoon, Engineer, Illinois Southeastern Telephone 
Co.; S. R. Edwards, Chicago, Editor, “Telephony”; and A. J. Bromleve, Mattoon, Auditor, Illinois Southeastern Telephone Co., 1° 
Fred Coulson, Vice-President and General Manager, and Will Green, Chief Engineer, United Telephone Co., Abilene, Kans., on 4 
Vacation Camping Trip. 17. New Cable Construction Replaced Oid Open Wire Construction. 18. An Annual Pre-Convention Evert 
is the Golf Game Between the United States Independent Teleph>ne Association and ‘‘Telephony”; S. R. Edwards, F. B. MacKinnon, 
H. D. Fargo and Chas. C. Deering Participated. 19. Otto Marahrens, Fort Wayne, Ind., Secretary and General Manager, Home Tele- 
phone & Teiegraph Co. 20. R. H. Brewster, General Traffic Superintendent, and J. H. Agee, General Manager, Lincoln Telephone & 
Telegraph Co., Lincoln, Neb., Exhibit Their “Catch” to Mr. Brewster's Son, Stanley. 21. Harry E. Gray, Fort Wayne, Ind., Chie 
Engineer, Home Telephone & Telegraph Co. 22. Directors and Som: Visitors Who Were Guests of President R. A. Lumpkin Recent!) 
at Mattoon: Left to Right They are Carl Stice, Altamont; H. T. McCaig, Assistant Chicago Manager of Stromberg-—Carlson Company 
R. M. Matteson, Chicago, General Manager, Community Telephone Co.; Geo. X. Cannon, Freeport, Ill.; C. R. Brown, Madison, Wis 
Vice-President, Associated Telephone Utilities Co.; H. G. Lankford, Chicago, III., Illinois Bell Telephone Co.; H. O. Leinard, Clevelana 
Ohio, Assistant to Vice-President, A. T. & T. Co.; Dr. J. G. Schwartz, Jerseyville, III. 
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Placing new significance on that much abused word— 


SERVICE 


“MACGILLIS” Service IS different, offering the telephone field a wide back- 


ground of experience and every modern and improved facility for supplying 


its pole requirements. 





These include — 


Thirty-three years devoted exclusively to the Cedar business— 


Ample stocks at all times of all sizes in both Northern White and 
Western Red Cedar, properly seasoned— 


Centrally located yards, insuring quick deliveries— 


The newest creosoting piu... in the industry, hence the last word 
in butt treating— 


Mechanical handling that insures unmarred poles, and greatly 
expedites shipping service— 


Roofing and gaining to your specifications, performed by auto- 
matic machinery without delay to shipments— 


A thorough understanding of all specifications for timber and 
treating, including those recently approved by the American 
Standards Association— 


A reputation for QUALITY second to none— 


Distribution to the telephone trade by the 


Kellogg Switchboard and Supply Company 


THE MACGILLIS AND GIBBS COMPANY 


GENERAL OFFICES 
324 E. Wisconsin Ave., Milwaukee, Wis. 


YARDS AND TREATING PLANTS: SALES OFFICES: 


Minneapolis, Minnesota New York City, N. Y. 
Gladstone, Michigan Pittsburgh, Pennsylvania; Chicago, Illinois 
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Active Telephone Men Who May Be Found at the Convention of the Independent Telephone Industry in Chicago Next Week: From 
Left to Right, Beginning at the Top, Are Roy F. Mapes, Jamestown, N. Y., Traffic Superintendent, Jamestown Telephone Corp. 
and Chairman of the National Association’s Traffic Division; Lloyd C. Wright, Jamestown, N. Y., General Manager, Jamestown Tele- 
phone Corp.; Foster McHenry, Jefferson City, Mo., Secretary and General Manager, Capital City Telephone Co.; Frank L. McKinney, 


Columbus, Ohio, Secretary of the Ohio Independent Telephone Association and President of the Independent Pioneer Telephone Asso- 
ciation of the United States; A. R. MacKinnon, Topeka, Kans., 





Secretary, Kansas Telephone Association; and W. N. McAnge, /°-, 
Bristol, Tenn., President, Inter-Mountain Telephone Co. 




















Neat Appearance a Good Business Asset 


Well-Groomed Appearance Creates Impression That One Is Keenly Alive and 
Capable of Handling Difficult Situations—Employe's Unkempt Appearance 
Makes One Skeptical of His Company and Its Policies—Watch Your Grooming 


By H. E. Eldridge, 


Division Commercial Manager, Illinois Bell Telephone Co. 


Although this article was written pri- 
marily with telephone men in mind, espe- 
cially managers, salesmen and other em- 
ployes who come in contact with the pub- 
lic most frequently, it is not improbable 
that most of the points referred to apply 
with equal force to all business and pro- 
fessional men, and in general to women in 
industry as well. 

Strange as it may seem, whether in the 
matter of personal appearance or in some 
other respect, not all employes appreciate 
the fact that when they further the inter- 
ests of their firm, they usually advance 
their own cause as well. 

Many qualities make an employe valua- 
able—tact, initiative, a smiling countenance, 
friendliness, etc., or just the happy faculty 
of establishing and maintaining cordial re- 
lations. All of these things are of very 
definite importance to both the firm and 
deserving of 
consideration by all 


the employe and they are 


serious concerned. 
However, regardless of the degree to which 
an employe may or may not possess these 
various other essentials, no executive, re- 
gardless of whether he may be sales man- 
ager or the head of some other department, 
can well deny that “a neat appearance is 
a real asset.” 

The question of proper contacts between 
firm and customer, while an old one, always 
was and always will be an exceedingly im- 
portant one. 
any other representative of a firm are 
almost certain to impress the customer 
favorably or unfavorably. In those rare 
instances when the reaction might be 
termed neutral, that reaction will not re- 
main neutral for long. 


All contacts by a salesman or 


In a very short 
time the impression formed in the mind of 
the customer or potential customer is very 
likely to be definitely favorable or un- 
favorable. 

\Vhat a pity men, especially selected and 
trained for sales or other special contact 
work—men who may have a good com- 
mand of language, who know their own 
specialty and who are really keen in nu- 
merous other ways—often are so short- 
sighied as not to realize that “a neat per- 
Sonal appearance is a business asset.” I 
do not wish to convey the idea that expen- 
sive clothing is essential, but rather that a 
neat and well-groomed appearance is highly 
desirable. 

You or I might react unfavorably when 
approached by a representative of some 
firm seeking to do business with us, if that 
man is badly in need of a shave or his 


clothing needs pressing or is soiled. So 
also it is quite likely, when we are the 
salesman and the other fellow is the cus- 
tomer, that our own careless personal ap- 
pearance may detract from our chances of 
a sale or a successful interview. 

Today, more than ever, with country- 
wide telephone sales activities being par- 
ticipated in by employes generally, it is 
very desirable that all telephone employes 

















“Today, More Than Ever, with Country- 
Wide Telephone Sales Activities Being 
Participated in by Employes Generally,” 
Declares Mr. Eldridge, ‘‘It Is Very Desira- 
ble That All Telephone Employes Who 
Come in Contact with the Public, Fully 
Appreciate the Real Importance of a Neat 
Personal Appearance.”’ 


who come in contact with the public, fully 
appreciate the real importance (to them- 
selves as well as to their company) of a 
neat personal appearance. 

All of us are salesmen—if not of mer- 
chandise, then of ideas—and no alert man 
should handicap himself by failing to take 
full advantage of all helpful knowledge. 
Carlyle once said, “Clothes have made men 
of us.” Three hundred years ago Bacon 
said, “Knowledge is power”; and only re- 
cently B. C. Forbes in his business maga- 
zine said, “Unapplied knowledge is like 
money earning no interest.” 

Since there are so many specific in- 
stances from time to time where, to quote 
one blunt executive, “A sloppy appearance 
lost a sale” or “hurt the firm,” perhaps it 
might be time well snent for all of us who 
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are sincerely interested in successful con- 
tacts to take stock of 
matter not only now, but often. 


ourselves in this 

Obviously a neat appearance cannot make 
a sale, but a neat appearance is an impor- 
tant factor. It is one which if combined 
with other necessary personal qualifications 
will tend to make a good impression, and 
also help to create and maintain worth- 


while contacts in the business world. 

Then, too, the knowledge of being wel! 
groomed gives a salesman an added feel- 
ing of pride and self-confidence in dealing 
with customers. 

Any supervisor or department head is 
doing a subordinate a real service when 
he emphasizes the fact that “a neat appear- 
ance is an asset’ and that indifference to 
this important truth will sooner or later 
prove to be an actual liability. This may 
be a difficult thing to do—perhaps some- 
times impossible without hurting a man’s 
pride or causing resentment—but it is 
usually the alert, far-sighted man who is 
willing to swallow his pride and accept 
friendly constructive criticism and what is 
more, to profit by it. 

To be specific, if you were hiring a 
salesman to represent you, you would prob- 
ably be impressed far more favorably by 
an applicant who had a neat appearance 
than you would by one who had various 
other essentials but who failed to put up a 
good appearance because of a lack of such 
things as these. “Working from the 
ground up”: 

(a) Shoes shined. 


(b) Clothes neatly pressed. 


(c) Finger nails clean and_ properly 
trimmed. 
(d) Teeth in good condition. 


(e) A clean shave. 

(f{) Hair neatly trimmed and combed, 
etc. 

Only a few weeks ago a full page ad- 
vertisement appeared in a Chicago paper 
and was headed: 

“Put 
. -. 

Trained men 


that 
(personal appearance ). 


some one on job who has 


who have had long ex- 
perience in selecting high-grade salesmen 
and saleswomen fully appreciate the value 
of the items mentioned and that an 
ploye who maintains a neat appearance is 
a very definite asset to the 
tacts This true 


then, how can the salesmen themselves who 


em- 
firm in con- 
with customers. being 
are really alert in so many other ways 
afford to overlook the fact that “a 
personal appearance is a business asset”’? 


neat 
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» understand the workings of 
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TO THAT large segment of 
American youth interested in 
things mechanical and electri- 
cal, there is much in the devel- 
opment of telephone communi- 
cation that appeals. 
Recognizing this interest, a 
series of advertisements, of 
which the one reproduced on 
the opposite page is typical, is 
appearing regularly in juvenile 
publications. These advertise- 
ments are direct, clearly written 
and simply illustrated — usually 


with diagrams. Their range of 


subjects is wide. They explain 


in non-technical fashion the 
workings of the telephone and 
its auxiliary services—from the 
placing of local calls to spoken 
communication from shore with 
ships at sea. 

Advertising of this type is 
designed to do two things— 
familiarize young people with 
the telephone and encourage 
their intelligent use of it. And, 
even more important, it lays a 
foundation for the next genera- 
tion’s appreciation of the tele- 
phone industry and its achieve- 


ments in modern life. 


lvertisement of the American Telephone and Telegraph 


Company 











Hagerstown, Ind., Has New Exchange 


Installation of Junior Multiple Switchboard by Eastern Indiana Telephone Co. 
at Hagerstown, Ind., Is Fifth Stromberg-Carlson Switchboard in System of 
Nine Exchanges Operating More Than 8,000 Telephones—Equipment Features 


Sales Engineer, 


Another step in its plan to modernize 
the telephone equipment in all of its ex- 
changes was made by the Eastern Indiana 
Telephone Co., of Winchester, Ind., when 
the installation of a Stromberg-Carlson 
junior multiple switchboard was recently 
completed at Hagerstown, Ind. Hagers- 
town is the fifth exchange in that com- 
pany’s system that has been equipped with 
Stromberg-Carlson apparatus. 
to Hagerstown, 


In addition 
W in- 


chester, Dunkirk, Parker and Cambridge 


the exchanges at 


City have this make of equipment. 
Organized in 1895, the Eastern Indiana 
Telephone Co. has enjoyed a_ steady 
growth and today it furnishes telephone 
from nine exchanges more than 


8,000 subscribers in Wayne, Portland and 


service 


By C. F. Sanders, 


Stromberg-Carlson 


Randolph counties, situated in east cen- 
tral Indiana. 

It was in 1914 that the company started 
its standardization program in Winchester, 
the headquarters of the company. In that 
it contracted with the Stromberg- 
Carlson company for new central energy 


year 


office equipment for its headquarters ex- 
change. 

In 1918 the company acquired control of 
the Dunkirk exchange and in 1919 con- 
tracted for new central office equipment 
for that exchange. Again Stromberg- 
Carlson equipment was chosen. 

In 1928 the company 
Farmers Telephone Co., 


took over the 
which 
rural clientele about Winchester. 
to take care of the 


served a 
In order 
increased traffic re- 
sulting from the con- 














solidation, it was 
evident that addi- 
tional equipment 
would be necessary. 
After careful consid- 
eration of a system 
developed by the en- 
gineering department 
of the Stromberg- 
Carlson company, 
the management of 
the company decided 
to add super-service 
features to the board 
in operation at Win- 
chester and to in- 
stall a new super- 
service position. 
The equipment 
handled the increase 
in traffic efficiently 
and economically and 
the results have con- 
firmed the judgment 
of the management 
in its selection. 
From time to time 
other properties were 
acquired by the com- 
pany. In each 
the plant was 
proved and in three 
of the exchanges 
new equipment was 
installed. Among the 
exchanges acquired 
Parker, Cam- 
bridge City, Hagers-: 


case 
im- 





were 





Two-Position Stromberg-—Carison Junior 


Multiple 
Installed at Hagerstown, Ind., by Eastern Indiana Telephone Co. 


town, Blounts vilie 
and Losantville. 


Switchboard 
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Telephone Mfg. Co. 




















Home of Hagerstown 
Eastern 


Exchange of the 
Indiana Telephone Co. 


The outside wire plant at Parker was 
and the central office was 
equipped with a new 
No. 105 magneto switchboard. 
stallation of a Stromberg-Carlson junior 
multiple at Cambridge City in 1928 was 
the last one preceding the installation at 
Hagerstown by Frank Mack, manager 01 
the company, and his associates. 

During the latter part of 1929 the con- 
tract for the junior multiple switchboard 
for Hagerstown was awarded the Strom- 
berg-Carlson Company. 

With each installation the 
diana Telephone Co. officials declare that 
the Stromberg-Carlson 
always given them the nth degree of ef- 
ficiency and economy. 

Hagerstown, with a population of 1,500 


improved 
Stromberg-Carlson 
The in 


Eastern In- 


equipment _ has 


is located in Wayne county, Indiana’s lead- 
ing agriculture and dairying center. !t 
was founded by early settlers who came 
from Hagerstown, Md., after which it was 
In pioneer days Hagerstown was 
Cincinnati via the 


named, 
on a direct route to 
White Water canal. The canal was later 
replaced by the White Water 
which was built on the tow-path along 
the canal. 

Hagerstown is a progressive community 


I vilroad, 


and recently the federal government 4P 
propriated. $80,000 for a new postoffice to 


be built this year. The town is the home 
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P&H is Making 
Cedar Pole History 


GUARANTEED 
SATURATION 





OME of the most notable contributions 
to the development of new standards in 
Butt-Treated Cedar Poles have resulted 
from the tireless efforts of “P & H” chemists 
and engineers. 


One of their recent achievements is a perfection of 
the “P & H Process” to increase the saturation of 
the preservative to an amount formerly believed 
impractical. This makes possible the “P & H” 
Guaranteed Saturation of at least thirty-six 
pounds of preservative per cubic foot to a sapwood 
depth of one-half inch throughout the groundline 
area. 


Guaranteed Saturation is as great an achievement 
today as “P&H” Guaranteed Penetration was 
when introduced ten years ago. Combined with 
guaranteed half-inch penetration, it obviously assures 
longer life in “P&H Process” Poles. It is just 
one of the factors that is keeping “P & H Process” 
Poles... 


“Still in the Lead” 


Fast Shipping Service on all 
cedar pole requirements— Northern 


White Cedar or Western Red Cedar. 


PAGE 4x2 HILL CO. 


MINNEAPOLIS, MINN. 


New York, N. Y., 50 Church St. _ Chicago, Ill., 20 No. Wacker Drive Bldg. 
Boston, Mass., 733 Public Service Bidg. Kansas. City, Mo., 801 Dwight Bldg. 
Pittsburgh, Pa., 1210 Grant Bl “a Dayton, Ohio, 854 Reibold Bldg. 


Ht Least 36 P, , or: Re» Bese ae 











When communicating with Page and Hill Co., please mention TELEPHONY. 
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of the Perfect Circle Co., manufacturers 
of about 85 per cent of all piston rings 
used in the United States. 

The telephone equipment installed to 
serve this thriving community consists of 
a two-position junior multiple switchboard 
and complete terminal, power, machire and 
wire chief’s testing equipment. 

Both positions of the switchboard con- 
sists of high efficiency universal cord cir- 
cuits and provide for bridged manual 
listening, four-party ringing or calling 
cord and also code ringing in either cord 
or harmonic ringing on answering cord in 
connection with four-party master key, 
audible busy test and repeating coils in 
each circuit. 

The first two cord circuits in each posi- 
tion are equipped with highly efficient re- 
peating coils of ring-through, talk-through 
controlled by key to provide for 
ideal talking conditions for long distance 
service. The balance of the cord circuits 
in each position are equipped with repeat- 
ing coils of non-ring-through _ type, 
eliminating confusion as the subscriber’s 
“ring-off’’ does not pass through the cord 
circuit to the connected line. 


type, 


Double supervisory signals increase the 
efficiency of operating by designating to 
the operator which party on a connection 
has hung up or rung off. Automatic adap- 
tation to the line in which the plug is in- 
serted precludes any necessity of particu- 
lar cord selection. The connection may be 
made ‘“etween any class of service such 
as central and central energy, 
magneto and magneto, or magneto and cen- 
tral energy lines. 


energy 


Another feature of the junior multiple 
switchboard is the generator cut-off on the 
calling cord which prevents subscribers 
from being rung in the ear after the re- 
ceiver has been removed from the hook- 
switch and the supervisory relay in the 
cord circuit has operated. 

The operator’s telephone circuit provides 
anti-side tone qualities wherein out-going 
transmission, including the effect of local 
noises, is prevented from reaching the 
operator’s receiver and interfering with 
good receiving. A common monitoring 
key allows the operator to listen-in on a 
connection with practically zero loss to 
the talking circuit. 

Duplicate jacks are provided so that the 
operator is enabled to listen in on a posi- 
tion while learning. 
used by the chief operator or monitor for 
cutting in on a position. 

A circuit cut-out is effected when the 
operator removes her headset from the 
This act opens both the primary and 


The jack can also be 


jack. 
secondary circuits so that when one posi- 
tion is switched to another there will be 
no losses by bridging circuits. 

By the manipulation of a push-button 
key, any two or more positions may be 
connected so that cord circuits cf one posi- 
tion are available to the operator of an 
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Main Distributing Frame at Hagerstown, 
Ind., Telephone Exchange. 


This arrangement is 
convenient for night service, at times, or 


adjacent position. 
when one operator is alone working at 
this switchboard. 


Buys Out Partner to Acquire Full 
Ownership of Arizona Company. 
Complete ownership of the Navajo- 

Apache Telephone System of Holbrook, 

Ariz.,; has been acquired by Lloyd C. Hen- 

ning, who has purchased the interest of W. 

B. Woods. 

The Navajo-Apache Telephone System 
was organized in 1906 by Fred W. Nelson, 
who was then engaged in the banking 
business in St. Johns, and who built the 
lines serving the various communities 
south of Holbrook in Navajo and Apache 
counties. 

Mr. Woods, who was made manager of 
the Holbrook exchange at that time, has 
served in that capacity ever 
will continue in that capacity 
first of November, >y 


since. He 
until the 
which time, or as 
physically possible, the ex- 
change will be transferred to a building 
owned by Mr. Henning. 

In 1912 Mr. Henning, Mr. Woods and 
Mr. Nelson purchased the telephone sys- 
tem from the Mountain States Telephone 
& Telegraph Co., and in 1924 Mr. Hen- 
ning acquired Mr. Nelson’s interest in the 


soon as is 


company. Since that time it has been op- 
erated under the ownership of Messrs. 
Henning and Woods, with Mr. Woods as 
president and general manager and Mr. 
Henning as secretary and treasurer. 
When Mr. Woods first assumed the 
duties as manager of the Holbrook ex- 
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change it represented a 20-line exchange 
with a total of 10 subscribers, and has 
grown until today the local subscribers 
number approximately 250. Other ex. 
changes throughout the two counties served 
by the system have also had a 
growth. 


healthy 


Fall Meeting of Northeastern In- 
diana Telephone Association. 
About 150 representatives of telephone 
companies in northeastern Indiana attended 
the recent annual fall meeting at Fort 
Wayne, Ind., of the Northeastern Indiana 
Telephone Association. The session was 
opened by P. J. Maloney, president of the 
Whitley County Telephone Co. J. B. 
Wiles, manager and industrial commis- 
sioner of the Fort Wayne Chamber of 
Commerce, extended greetings to the 

visitors. 

C. Don Sullivan, advertising manager 
of the Indiana Guide; C. A. 
Kraege, district commercial superintend- 
ent of the ‘Elkhart County Telephone Co., 
and E. S. Sullivan, equipment engineer of 
the Home Telephone & Telegraph Co., at 
Fort Wayne, were speakers on the day's 
program. 


Farmer’s 


Harry Bruckhart, traffic manager of the 
company at Fort Wayne, arranged the 
showing of two reels of educational pic- 
tures featuring different angles of the tel- 
ephone business. He also conducted the 
operators who attended the convention on 
a tour of inspection through the private 
branch exchange operating school and the 
long distance department in the Fort 
Wayne building. 


“Intelligence” of Automatic Se- 


lector in Locating Called Party. 

The zenith in efficient telephone service 
is reported from Lincoln, Neb., where the 
Lincoln Telephone & Telegraph Co. covers 
everything. L. R. Johansen of Lincoln 
pulled up at a filling station for gasoline 
on a recent morning while on his way to 
his office from his home, and as he stopped 
he heard the telephone bell ringing. 

The attendant answered it and told Mr. 
Johansen that he was wanted. Then he 
discovered that the party on the line had 
tried to call his office, but had got the 
wrong number, his own fault on a dial 
system—and the “wrong number” was that 
of the oil station where he had stopped. 


Study Shows Leading Sources of 
Subscriber Station Troubles. 

A special study of the most frequent 
causes of subscribers’ station defects and 
troubles has recently been completed by the 
American Telephone & Telegraph Co. 

A record of 8,500 trouble visits shows 


that six items cause 72 per cent of the 
troubles found. Receivers are the out- 
standing cause, and ringers, desk stand 
cords, dials, protectors and transmitters 


follow closely. 
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e Batteries 
-they last longer 





They sure 


are die-hards 


COLUMBIA GRAY LABEL DRY CELLS are 
tough, rugged. Insured against prema- 
ture old age — built differently. The zinc 
can is not punched and stretched— it is 
made of rolled sheet zine to which the 
bottom is soldered. This permits uniform 
thickness . . . more zinc to be consumed 


as electrical energy ... longer service. 


There’s a reason why Columbia Gray 
Label Dry Cells are the standard tele- 
phone battery everywhere—they last 


longer. Put them in your circuit. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 


Unit of Union Carbide Cc and Carbon Corporation 





When communicating with National Carbon Co., please mention TELEPHONY. 
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Strowger Automatic Long Distance Board} | 


New Cordless Toll Board, Designed for Highly Efficient Operation in Con- 
junction With Strowger Automatic Dial Exchanges, Incorporates Many 


Marked Advantages Heretofore Not to be Found in Such Telephone Equipment 


By T. G. Martin, 


Vice-President, Associated Electric Laboratories, Inc. 


The originators and sponsors oi the 
Strowger automatic dial system of tele- 
phone operation foresaw many years ago 
what is being borne out today, in our 
opinion, by the pressure of actual condi- 
tions. That is that the traffic conditions of 
today and tomorrow cannot be met satis- 
factorily, from either the economic or the 
service standpoint, with any but automatic 
means. 

However, even the most radical dial en- 
thusiast must concede that there are, and 
probably always will be, certain classes of 
service which must be handled manually. 
This realization has been especially strong 
throughout our organization. As a conse- 
quence, the most careful attention and 
thought has been focused on the develop- 
of manual apparatus for auxiliary 
services which would operate with the 
highest efficiency in conjunction with dial 


ment 


exchanges. 

The equipment used for the completion 
of toll calls furnishes one of the services 
just mentioned as necessitating, perforce, 
the employment of the human element in 
Probably many telephone 
men wondered why the same old 
style of manual multiple board has been 
They 
were acquainted with the inflexibility of 
the old manual multiple, and were also 
aware of the short life and high mainte- 
nance cost of cords, plugs and jacks. They 


its operation. 
have 


used for so long for toll service. 


ficulties encountered in he es 2 
the old type of so- 
called cordless toll 
board. This board is 
known as the Strowger 
automatic long dis- 
tance board, and it is 
the purpose of this 
article to describe the 
general features of the 
board without resort- 
ing to circuit or equip- 
ment details. 

A few cordless toll 
boards of a different 
type are in service in 
this country, and other 
types have been intro- 
duced in Europe, espe- 
cially in Germany, so 


that this is not the View of the 
first cordless toll 
board. It transcends to a marked degree, 


however, all previous equipment of this 
kind. 


new board over former types of cordless 


The outstanding advantages of this 


toll boards are its ease of operation, per- 
fect load distribution (during both light 
heavy traffic), identification of the 
origin of a call, flexibility and low main- 
tenance cost. 

The circuits of the Strowger automatic 
toll board are in accordance with the latest 
American practices. 


and 





New Automatic Long 


Ss a 
sie 3 


+ 
ae var <% 


Distance Switchboard. 


The board follows conventional practic 
in that it is primarily divided into four 
classes of positions—inward, delayed call 
(CLR) 
We shall now describe thes: 


recording and chief operators 

positions. 

four positions in the order given. 
Inward Positions. 

As the name implies, the inward post 
tions are used for answering incoming calls 
from toll and for 
calls to local telephone users or to other 





lines extending these 



























































also appreciated the difficulties of adding There are no new NEW YORK 
new features to the old manual switch- operating features 71 | 
hoard to provide for new services. except that the ¢ 
For a long time these thoughts have operator completes ¥ 
also been uppermost in the minds of our all connections by e 
research and development workers. As a_ dialing instead of 
result, a new toll board to be used with plugging into jacks. 
Strowger automatic plants has been devel- She also answers m 
oped and perfected, which, it is believed, ll calls simply by a 
ra > ; 10, ; = - j = i ul < 3 g 
overcomes the major objections to and dif- operating one key. ec raciT a 
\ 2 : 
1A 
=6)A 6) a 
NEW YORK 1B ‘ 
il ~- 
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DETROIT [yo O00000 
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Diagram Showing Essentials of the Keyshelf of the Inward Position.—Fig. 2. Incoming Toll Lines Terminate | Rotary 


Fig. 1. 


Line Switches Which Keep Calis Distributed Over All the Incoming Positions. 
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THE NEW NATCO SINGLE DUCT 
Socket Joint Clay Conduit 


Especially for Laterals 

















PERPETUNED 


RENATO CLAY CONDUIT 28 


Graybar Electric Co., Inc. 


Tapered Socket Joint 
Self Centering 


Flexible to Install 


ATCO now offers the New 
Socket Joint Clay Conduit espe- 
cially for single duct laterals. This 
new conduit has been created in order 
that the permanent and time proven 
qualities of vitrified clay for main 
lines of conduit, might be made avail- 
able also for branch lines and laterals. 


Along with the new self centering, 
space saving, and convenient installa- 
tion features that have been incor- 
porated in this new conduit, there 
are also those time proven advantages 
of vitrified clay—permanence in 
character—permanence in form— 
high inherent strength, wet or dry— 
imperviousness to moisture—im- 
munity to corrosive soil solutions— 
freedom from corrosive substances— 
permanently smooth duct surfaces 
—liberal duct space and—low cost. 


The tapered socket joint permits 
positive, quick and easy centering 
and may be readily sealed or cemented 
to form a strong, tight, continuous 
line of conduit. (Concrete encase- 
ment of the duct line is optional 
with the user). The new conduit has 
no projection, consequently saves 
space and trenching. The flat sides 
eliminate any tendency of the duct to 
roll out of line in laying and the 
convenient size of the units permits 


NATIONAL: FIRE PRODI 


Space Saving 
Permanent 
Low Cost 


easy handling and rapid installation. 


The sealing and cementing together 
of the joints may be accomplished, 
where desired, in a number of simple 
ways. Asphaltic cement in form ofa 
paste, may be applied by means of 
a circular trowel, to the male end of 
the duct, prior to the joining opera- 
tion. Or, the duct may be joined 
together and the joint grouted or 
troweled with Portland cement 
mortar. 


The new conduit is available in 34", 
41%4"" and 5%" Round Bore Single 
Duct shapes and in 18"' and 24" 
lengths. Bends and Mitered shapes 
are also available for turning curves 
or service connections, in either hori- 
zontal or vertical planes. Mitered 
shapes also permit easy flexing of 
duct lines in any direction, to cir- 
cumvent obstructions or to terminate 
at certain desired points. Where it is 
desired to continue a lateral line up 
a pole with steel pipe, special cast 
iron connectors are available to con- 
nect the conduit to the pipe. 


The New Natco Socket Joint Clay 
Conduit is a development of con- 
siderable significance in that it now 
permits the construction of perma- 
nent, strong and safe lateral lines at a 
comparatively low cost. 


NG - CORPORATION 


General Offices: Fulton Building, Pittsburgh, Pa. 


Distributed in the United States by: 


Kellogg Switchboard and Supply Co. 


Distributed in Canada by: Northern Electric Company, Limited 





When communicating with the National Fireproofing Corporation, please mention TELEPHONY. 
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toll lines. The operators on these posi- 
tions operate at a very high speed because 
. they are not required to write out tickets 
and have very little responsibility other 
than to make sure the incoming call has 
been extended to the correct line and to 
release the connection when the call is 
finished. 

Each inward position consists of a num- 
ber of keys and lamps and a key type 
calling device as shown in Fig. 1. The 
key escutcheons, shown 1 to 8 in Fig. 1, 
are assemblies of two keys and two lamps 
on a single escutcheon. Each escutcheon 
handles a single call, and it will be neces- 
sary to have as many escutcheons in each 
position as are required to keep an opera- 
tor busy. The escutcheon corresponds to a 
cord circuit. Lamps A, B, C, Fig. 1, are 
identity lamps, and it is necessary to have 


TELEPHONY 


line, in any group, on any key in her 
position. 

When the rotary line switch finds an 
idle trunk it will cause lamp 1-A of Fig. 1 
to light. This is a signal for the operator 
to answer, but it does not show the opera- 
tor the origin of the call. It is necessary 
for the operator to know the origin of the 
call so that she can pass it to the correct 
“delayed call’ position when necessary. 

Some thought was given to the scheme 
of having the inward operator ask the call- 
ing operator to identify herself, but since 
this involved a new operation on the part 
of the originating operator and since it 
delayed the service, it was decided to use 
the identity lamps shown as JZ, B, C, 
Fig. 1. 

These identity lamps do not light until 
the answering key is operated, and they 





remain lighted only 






































one lamp per position per group of incom- 
ing toll lines. 

In Fig. 2 it will be seen that each in- 
coming toll line terminates in a rotary line 
switch and these line switches serve to dis- 
tribute the calls to the incoming positions. 
These rotary line switches have 25-point 
banks and are arranged to return to the 
home position after each call is finished. 
Trunk No. 1 is wired to key one in posi- 
tion one, trunk No. 2 to key one in posi- 
tion two, etc., until all positions are fur- 
nished one trunk. It will then be seen that 
the trunk No. 5 is wired to key two in posi- 
tion one. 

Since a homing type line switch is used, 
each switch will always start hunting from 
trunk No. 1 to find an idle trunk. Conse- 
quently, the first call to be originated will 
be connected to key one in position one. If 
a second call should be originated before 
the first is finished, it will find trunk No. 1 
busy and will pass on to trunk No. 2 and 
consequently to position two. 

From this it will be seen that no one 
operator can receive a second call while 
her first trunk is busy unless all other 
operators have received one call in the 
meantime. It will further be seen that 
any operator may receive a call from any 












ator’s Connection to Local or to Other Toll Lines. 


while the key is open. 
— | For example, if a 
ladle REDEATER call was received 
guatant ROTA KEY IN over any one of the 
TOLL BOARD ak a POSITION —-BRECE DING TOLL LINE New York trunks on 
—= SELECTOR SELECTOR 
4 ts >} y any one of the keys 
in position one, lamp 
—_ A, Fig. 1, would light 
| —T oe in position one (and 
On oniy in position one) 
while the operator 
‘ had that particular 
answering key oper- 
TO DELAYED _ ated. 
| ——— Referring to Fig. 
1 it will be seen that 
| the number, 112, ap- 
pears below the name 
Fig. 3. Schematic Showing Principal Features of Inward Oper- New York. The name 


enables the opera- 
tor to know the name of the originating 
town, and the number is the call number 
to be dialed to pass the call to the par- 
ticular delayed call operator who handles 
New York tickets. 

After the inward operator has answered 
a call and found what subscriber or line is 
wanted, she then registers the number on 
the push-buttons of the key dial and 
presses a start button. She can then com- 
pletely abandon the call and devote her 
attention to other duties while the impulses 
are being sent. 

As shown in Fig. 3, each trunk key in 
the operator’s position is directly connected 
to a one-digit preceding selector. This se- 
lector has one or more groups of local toll 
selectors, connected to its levels, and it also 
has one or more groups of two-digit toll 
line selectors connected to other levels. 

If the operator is required to complete a 
call to a local station, she will dial the 
digit two on the preceding selector and will 
then dial the listed number of the local sub- 
scriber over the local toll train. 

The local toll train does not differ from 
former toll trains excepting that provision 
is made for dialing from one office to a 
second office. Formerly, the operator had 
a separate group of trunks to each office 
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and she dialed only in the office of the ter. 
minating subscriber. 

The toll train is used in common by al] 
three classes of toll operators. It is gp 
arranged that ringing starts automatically 
on calls set up by the inward operator byt 
the ringing does not start on calls from 
the delayed call operator until the operator 
starts it manually. 

As shown in Fig. 3, the inward operator 
must dial the digit five to reach the toll 
line selector. This selector is similar to 
any local selector excepting that it is a 
two-digit switch. A two-digit switch js 
used to make it possible to have two or 
more groups of toll lines connected to a 
single level. Obviously a one-digit selector 
could be used if it were required. 

The toll line repeater is made a part of 
the toll line, i. e., one repeater is used pei 
line. This arrangement makes it possible 
to connect any kind of a toll line to the toll 
board, the only requirement is that each 
line must have the correct kind of repeater. 

As previously indicated, the inward 
operator transfers a toll call to the delayed 
call operator by dialing-a three-digit num- 
ber, and, as shown in Fig. 3, the trunks 
to the delayed call operators are taken 
from the banks of the toll line selector. 
These trunks could be taken from the 
banks of the preceding selector if desired. 

This article would be inexcusable long 
if we should attempt to give further details 
of the method of operation and to describe 
the supervision. It may be stated that we 
have closely followed accepted standard 
methods of operation but employ key- 
sending sets to supersede the old plug and 
cord method of extending connections and 
have done nothing to require any change 
in distant toll boards to which connections 
might be extended. 


Delayed Call Position. 

The delayed call positions are used for 
exactly the same purpose as in the older 
type boards, i. e., they complete calls which 
cannot readily be completed by the inward 
operators. As has been shown, the inward 
operators transfer certain calls to the de- 
layed call operators. The delayed call 
operators then make tickets of these calls 
and attempt to complete them. From this 
it will be seen that the delayed call opera- 
tor is required to call both the local sub- 
scriber and the originating toll operator. 

As shown in Fig. 4 each trunk circuit 
in the delayed call position has two outlets 
for dialing. The method of operation is 
dependent upon the nature of the call, but 
we may assume a New York party wanted 
to talk with a local user and found the 
connection unavailable at the instant. The 
New York operator would then ask for 
the delayed call operator and would reg- 
ister the call with her. The long distance 
line would then be freed and from time to 
time the delayed call operator would try 
to reach the called party. 

To do this she might operate Key A, 
Fig. 4, and dial over the local toll tram. 
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CONSIDER THESE 4POINTS @ 


Concerning Exide Telephone Batter- 
ies before placing your next orders. 
; ; VISIT EXIDE BOOTH 
i—Exide Quality—is based on 36 years’ experience NO. 4! 


building dependable telephone batteries. - U. S. Independent Telephone 
Association Convention, \ be: 

2—Exide Dependability—and long life result from Stevens Hotel, Chicago ow 
careful design and rugged construction. October 20-23 - 


3—Exide Adaptability—The wide range of Exide Bat- ¥ 

teries are adaptable to every telephone need. x I e€ 
4—Exide Economy—tesults from moderate first cost 

and low operating and maintenance costs. BATTERIES 
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Everything a telephone company could use—telephones, both automatic and manual, 
automatic and manual switchboard equipment, construction materials, wires, batteries, 
supplies—are kept in stock by us. We are prepared to fill every requirement— 
promptly—with well-known products, noted for their unvarying standards of high 
quality. 

Besides this, we have our own manufacturing and repair facilities—each depart- 
ment manned by experts highly skilled and experienced in their particular specialty. 
No matter whether you anticipate the modernization of a small rural exchange or 
the installation of a complete metropolitan telephone system, we are prepared to 
handle the undertaking in its entirety. Secure prices and proposals from us before 
making your next purchase—they will be gladly furnished upon request. 


Independent Sales and Engineering Company, Limited 


VANCOUVER, B. C. 


Representatives in Canada for 
AMERICAN ELECTRIC COMPANY INC., Chicago AUTOMATIC ELECTRIC INC., Chicago 
THE NEW ANTWERP TELEPHONE AND ELECTRICAL WORKS, Antwerp 
AUTOMATIC TELEPHONE MANUFACTURING CO., LTD., Liverpool 
THE AUTOMATIC ELECTRIC COMPANY, LIMITED, Chicago 
ALTON BATTERY COMPANY, Alton, Eng. 
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When she finally reached the desired party, 
she could hold the connection to his line 
and operate Key B, dial over the two-digit 
toll selector and reach the New York 
operator. 

The operators in the delayed call posi- 
tions and in the CLR positions use push- 
button key senders for dialing. These are 
like the senders in the inward positions. 

Recording (CLR). Positions. 

The recording (CLR) positions are used 
for recording toll calls from local users 
and completing them in some cases. Ac- 
cording to modern practice, the recording 
operator can answer a call from a local 
subscriber and, while the subscriber waits 
on the line, she can extend the call to 


another party over a long distance toll line 


This method of extending long distance 
calls while the calling subscriber waits on 
the line is known as “CLR” service. The 
recording operator extends most. of: her 





TELEPHONY Vol. 101. No. 16 
she could recall only those stations having through the fact that ordinarily a cordless 
individual lines. : operator would not have answering access 

Each CLR operator has a “ring-back” to every trunk in the entire switchboard. 
switch, Fig. 5. The banks of this switch In the case of the Strowger automatic 


are connected to the recording trunks. long distance board, as shown in Fig, 2 
While the operator is holding a user on a any inward operator can answer any toll 
recording trunk, she can dial the number line and any CLR operator can answer any 
of that particular recording trunk on the recording trunk. With this arrangement 
“ring-back” switch by dialing two digits. one inward operator, one delayed all 
She then dials a third digit to select the operator and one CLR _ operator could 
ringing frequency or code, and by this handle the entire night load if it was not 
process she is able to recall users on a_ too heavy. 


party line. This third digit usually cor- Nothing is required for setting up this 
responds to the last digit of the user’s call night condition excepting for the chiei 
number. operator to busy out those positions which 


The CLR positions, like the inward posi- are not to be used. This feature consti- 
tions, have just enough recording trunks tutes one of the outstanding advantages of 
in each position to give an operator a full the new board. 
operating load. Any subscriber can reach Obviously an equipment mounting ar- 
any trunk in any position and no operator rangement which would bring a few of 
can receive a second call while she has a_ each kind of trunks into a single position 
busy trunk unless all 














calls in this manner, but if calls cannot be other operators have THREE DIGIT 
. ° . “RING BACK” 
completed this way the operator must dis- received one call. SWITCH 
C.L.f 
OPERATORS 
: TELEPHONE 
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Fig. 4. Each Trunk Circuit in the Delayed Call Position Has Two Outlets for Dialing—Fig. 5. Diagram of Circuit for CLR Operating. | 


’ miss the subscriber and call him when the 


connection can be completed. This sec- 
ond class of call must be recorded as a 
delayed call and passed to the delayed call 
operator. 

The Strowger automatic long distance 


board has been designed to include this 


modern operating practice. As shown in 
Fig. 5, a local subscriber dials a number 
over the local selectors and reaches the re- 
cording trunk. The operator then answers 
the call and completes it over the preceding 
and toll line selectors. It will be noticed 
that the recording operator has no occasion 
for calling over the local toll train, and 
for the reason there may not always be 
more than one level required in the banks 
of the preceding selector. Obviously the 
preceding selector may be omitted if only 
one level is required. 

The toll board also includes a new fea- 
ture for permitting the operator to recall 
a user who is being held on a recording 
trunk. According to past practice, a local 
user calling a recording trunk would have 
his connection held by the operator so the 
switches would not release in case he 
should hang up. If the user should hang 
up, the operator could recall him by apply- 
ing ringing to his line; but since the opera- 
tor had only one source of generator to use, 


This is accomplished by selecting the re- or into two adjacent positions would make | 


cording trunks through homing type rotary it possible for one operator to handle the 
switches and using the traffic distribution entire board when traffic was sufficiently 
scheme shown in Fig. 2. light. 


Chief. Operator’s Position. In this article we have assumed certain J 


All trunks which appear in the first conditions in order to show how the 
three classes of positions have listening taps Strowger automatic long distance board 
multipled into the chief operator’s desk for operates. We hope our description has 


monitoring purposes. These trunks have been sufficiently clear to show that the | 
busy lamps in the chief operator’s desk to board is not limited to the conditions we | 


enable the chief to know which trunks are have assumed, but that it has flexibility 


in use and to give an indication of the load for giving any service which may. be 


each operator is handling. required. 
In addition to this, each recording trunk One of the chief objections to cordless 
and each inward key has a busying key toll boards has been the fact that the) 


and an answering lamp in the chief’s desk. are not as flexible as the cord boards. q 
If the chief sees two answering lamps, in- We believe that this board is more flexible. 
dicating unanswered calls, appearing in one For example, we have shown that night 


position, she can operate the busy keys service can be given without having a full 


associated with the remainder of the trunks multiple of all lines in a single position, 
to prevent that particular operator from and we have shown how to obtain 100 per 
receiving more calls. Likewise, the chief cent “team work” without a full multiple 


can operate all busy keys associated with before all operators. 


*,° : r= » have § 
any one or more positions so as to com- The method of operation which we "ave 


pletely busy out the position or positions. described is based on American practices. 


With other types of cordless long dis- We believe these practices are good but we | 


tance boards, it has been found desirable know they differ, in certain respects, trom 
to use a cord type board in connection with long distance operating practices 1" other 
the cordless board, the cord type board countries. We feel that whatever practice 
being used for night service. This require- is used, the Strowger automatic long dis- 
ment, no doubt was made necessary tance board can be used to good advantage 


Oc 








latic 
AF 
toll 
any 
ent 
Call 
uld 
not 


this 
hiet 
Lich 
\sti- 


of 


ot 


tion 


as 
NE 





the 


ity 


be 3 


ess 
ey 
ds. | 
le. 


ht § 


ull J 
mn, 
yer 


ple 


Oct 


1931. 


ober 17, 


TELEPHONY 





| 











BOUND VOLUMES 
of 
TELEPHONY 


We are making a special offer- 
ing of bound volumes of TELEPHONY 
dating back as far as Volume |, 1901. 
Many telephone men will be greatly 
interested in securing these oldscopies 
because of the valuable facts con- 
tained; others will want to revive days 
of long ago. Not all of the volumes 
are in first-class condition, but all of 
them are complete. Following is a list 
of the volumes obtainable: 


Vol. 1. (Jan. to June, 1901)... .3 copies 
"3. (Jan. to June, 1902)... 4 copies 
"4, (July to Dec., 1902)... .4 copies 
"5. (Jan. to June, 1903)... 3 copies 
"6. (July to Dec., 1903)... .2 copies 
"7. (Jan. to June, 1904)... .3 copies 
"8. (July to Dec., 1904)... 3 copies 
"9, (Jan. to June, 1905)... 2 copies 
"10. (July to Dec., 1905)... .1 copy 
"12. (July to Dec., 1906)... .1 copy 
"14. (July to Dec., 1907)... .2 copies 
"16. (July to Dec., 1908)... .1 copy 
"63. (July to Dec., 1912)....1 copy 
"67. (July to Dec., 1914)....1 copy 
"68. (Jan. to June, 1915)....1 copy 
" 69. (July to Dec., 1915)... .2 copies 
"70. (Jan. to June, 1916)....1 copy 
"71. (July to Dec., 1916)... .1 copy 


The price is $5.00 per bound volume 
plus postage or shipping charges. 


Also available are complete files of unbound volumes 
at a lower price. These are complete for the fol- 
| 1917, 1919, 1920, 1921, 1922, 1924, 


lowing years: 
1925, 1926 and 1927. 


_ TELEPHONY PUBLISHING CORPORATION 
608 So. Dearborn Street, 
Chicago, Illinois, U. S. A. 


Telephone: Wabash 8604 























“Let’s see—how does it work?" 


CHANNELL 
SPLICING MACHINE 


Patented Jan. 3, 1928—June 4, 1929—July 7 


Other Patents Pending. 
Efficiency — Simplicity — Ease of Operation 
REDUCE YOUR SPLICING COSTS! 
IMPROVE YOUR SERVICE 


Cable Splicing has always been a costly and complicated factor in Telephone 
work, requiring as it does, a high degree of skill and craftsmanship. As all 
telephone men know, uniformly good wire work in cable splices is absolutely 
essential to satisfactory transmission and uninterrupted service. 


Thoroughly dependable wire work in splicing at greatly reduced cost is 
assured with the new Universal Model Channell Splicing Machine offering 
the following advantages 


No. 1. Improved Transmission. The Channell Splicing Machine makes 
perfect twisted joints, with loose necks to prevent wire breakage, and tightly 
twisted at the ends. These joints are superior to any hand made, and do 
away with the necessity for soldered connections. All joirits are uniformly 
perfect. 


No. 2. Reduced Cost. The Channel Splicing Machine works rapidly and 
is a great time-saver. A Southern Cal. Telephone Company saved 8 hours 
per splice on a job of splicing several miles of 455 pr. 19 Gauge Cable. On 
some jobs as much as 50% reduction in splicing cost has been obtained 


No. 3. Simplicity. The Channell Splicing Machine is quickly set up 
for work in any location, and is simple and easy to operate. A three-year-old 
child can splice with this machine. No preliminary training period is neces- 
sary. With a minimum of operations the complete twist is made on a pair 
of wires including slipping the sleeves. 


No. 4. Flexibility and Safety. The Channell Splicing Machine is adapt- 
able to all conditions and to all types of splicing work. It can make splices 
on all gauges of wire from 26 to 19 G auge inclusive. It is hand operated, 
requiring no power, making it safe for use in the underground, and is thus 
available for any location. 


For Full Particulars Write 


CHANNELL SPLICING MACHINE 


$147 Seville Ave. Southgate, 

















“Why, 


it’s EASY!” 


Calif. 
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Sparta, Ill... Common Battery Exchange 


“Progress” Is Watchword of Community at Sparta, Ill.—Its Telephone His- 
tory— Company Recently Purchased by Standard Public Service Corp. —Outside 
and Inside Plants Rebuilt—New American Electric Switchboard Installed 


A town in the confines of which are to 
be found fine homes, splendid schools, ele- 
gant churches, sound financial and indus- 
trial institutions as well as such active 
forces as a Rotary Club, Chamber of Com- 
merce and a Civic League of Business and 
Professional Women, can be safely placed 
in the category of progressive communi- 
ties. 

Such a town is Sparta with a population 
of 3,890, situated in the southwestern por- 
tion of Illinois on the Mobile & Ohio Rail- 
road about 54 miles south of St. Louis. 
Its leading industries include dairying, 
coal mining, railroading and rayon manu- 
facturing which provide year around em- 
ployment for a large number of its citizens. 

The surrounding territory is an agri- 
cultural region worked by farmers who 
own small tracts of land. 

The Sparta Telephone Co. is one of the 
pioneers in the telephone industry in the 
southern part of the state, having been 
incorporated in 1899. The principal stock- 
holders were James Sproul, Matthew 
Sproul and A. B. Sproul. The Sproul in- 
terests have nurtured the telephone busi- 
ness in Sparta-from the very beginning. 

They started in the early 90’s with a 
single line from the Sproul store, located 
at that time in the Moffat Building, to the 
old Sproul family residence. These two 
telephones were operated without batteries, 
the wire being stretched tight enough to 
carry the vibrations of the human voice. 
The party at the other end of the line was 
summoned by tapping on the transmitter 


By V. A. Moscow, 


American Electric Co. Inc., Chicago 

















R. E. Shotts, President of Standard Public 

Service Corp., Which Through Subsidiaries 

Operates the Sparta Telephone Co., Sparta, 
Illinois. 


with a pencil or other convenient object. 

A little later another line was extended 
from the Eagle Mill to the Mobile & Ohio 
station, the First National Bank and other 
business houses. These two lines were the 
beginning of the Sparta Telephone system. 
Other telephones were added gradually 
until today there are more than 750 pa- 
trons served by the Sparta Telephone Co. 








Mr. Sproul recently retired from active 
business life and sold his controlling inter- 
est to the Standard Public Service Co, 
of Columbus, Ohio. 

Sparta like many towns of its size was 
equipped with a magneto plant to provide 
service to its citizens and the surrounding 
territory. Although the magneto plant had 
served well, it was evident to the officials 
of the Standard Public Service Co. that 
it was inadequate to handle in a modern 
way the social and business affairs of this 
community. 

Plans were then devised to rebuild the 
entire system. The town was cabled, the 
toll and rural lines rebuilt and a complete 
new central office equipment installed. Over 
$22,000 were spent to give the patrons of 
the telephone company modern communi- 
cation facilities equal to the best to be 
found in any town of comparative size. 

The American Electric Co., Inc., sup- 
plied all of the construction materials and 
supplies for the outside plant as well as 
the complete central office equipment and 
new telephones for the town. Monophones 
comprised a large number of the new tele- 
phone installations. 

The switchboard is a monotype three- 
position junior multiple with cable-turning 
section and low key shelves. It is equipped 
with 400 local ‘lines and 40 rural and toll, 
all multiplied on a three-panel basis. The 
first 200 local lines have two appearances. 
This arrangement places all lines within 
easy reach of each operator. 

Each position is equipped with 15 uni- 








Battery Room of Sparta (Ill.) Exchange—View Showing Low Keyshelf Design of the New Switchboard. 
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ADDRESSOGRAPH 


invites you to visit 
its exhibit at the 


35th Annual Convention 
of the 


UNITED STATES INDEPENDENT 
TELEPHONE ASSOCIATION 


October 20-23 
CHICAGO | 





Stevens Hotel e 


Addressograph representatives 





will be glad to demonstrate the 


latest Addressograph equipment. 


This exhibit will provide an excel- 
lent opportunity for you to inspect 
the remarkable new Class 3700 
Addressograph which prints tele- 
phone bills and addresses them in 
one operation. This machine will 


save $1 to $5 on every thousand 


forms you use. 


ADDRESSOGRAPH COMPANY 
1814 East 40th Street, Cleveland, Ohio 
Addressograph-Multigraph of Canada, Limited, Toronto, Ontario 
Divisions of 
Addressograph - Multigraph Corporation 


Sales and Service Agencies in all Principal Cities 


Copyright 1931, Addressograph Co. 


Addresso oraph 
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WIRES AND CABLES 
of Every Description 


«FO any type of wire or cable used in 
Telephone, Telegraph or Power work— 
get in touch with “'Phillips”’. 


This company can supply you with any 
size, any grade or any type of wire or cable, 
either bare or insulated to suit your re- 
quirements. 


Deliveries from this company are unus- 
ually prompt, due to the large stocks 
which are maintained at each of our 
branches, and their location at strategic 
points for quick shipment to any place in 


Canada. 


Besides this you have the cooperation of 
a staff of experts in wire and cable manu- 
facture, trained to value quality above all 
else—backed by a firm which has been in 
this one business for over forty years. 
Write for prices. 


We are manufacturers of — 


Bare and Insulated Copper Wires—Rubber 
Insulated Wires—Enamoled Wire—Magnet 
Wire—Power Cables—Switchboard Cables— 
Paper Insulated Cables—Flexible Cords— 
Electrolytic Copper Rods, Shapes, etc. 








EUGENE F. PHILLIPS 
ELECTRICAL WORKS, LTD. 


ESTABLISHED 1889 
MONTREAL, CANADA 


FACTORIES — MONTREAL 
AND BROCKVILLE 

BRANCHES—WINNIPEG, TORONTO, 

REGINA AND VANCOUVER 
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versal cord circuits which are adaptable 
for setting up connections between common 
battery to common battery, or magneto and 
common battery lines, thus making it un- 
necessary for an pre-select 


Double 


supervision is provided on all connections. 


operator to 
cords for any class of service. 
Provisions are also made to give two party 
divided circuit ringing. 

The 
complicate the circuits, the arrangement of 


absence of feature$ which would 
lines so as to be within easy reach of op- 
erators together with low key shelves to 
provide operator’s comfort are conductive 
factors in giving fast, accurate service to 
the subscribers. 

The power equipment required for oper- 
ation of the exchange consists of an 80- 
ampere hour battery and a neatly arranged 
power board on which are mounted a tun- 
gar type rectifier, meters for indicating the 
charge, discharge and voltage of the bat- 
tery, also fuses and switches for the con- 
trol of the apparatus as well as a duplicate 
set of 20-cycle ringing converters. 

The operate off the main 
storage battery which is kept up to proper 
working voltage by a floating charge from 
the rectifier. This power plant requires a 
minimum of attention. 


converters 


The Sparta Telephone Co. is a part of 
Public Utilities System, 
which in turn is owned by the Standard 
Public Service Co. 


the Associated 


This group of proper- 
ties comprises about 47,000 telephone sta- 
tions in Ohio, Kentucky, Indiana, Illinois, 


SGG0 Bee sake ioe: 


TELEPHONY 


lowa, Missouri, Oklahoma and Texas. The 
group also includes a number of water- 
works systems. 

The company first entered the telephone 
field in the latter part of 1927, with the 
acquisition of a number of companies in 
Ohio. 
expanded 


During the following two years it 
Middle 
West, its latest important acquisition being 
Ashland, Ky. 


company are located in Columbus, Ohio. 


rapidly through the 


The general offices of the 


Radio Telephony Being Extended 
to the Bahamas. 
The Bahamas are preparing to use radio 





telephony for closer contact with the rest 
of the world. This British colony is ar- 
ranging with the Tropical Radio Co. of 
Boston, Mass., for the equipping and work- 
ing of the present telegraphic station at 
Nassau and the establishment of wireless 
telephone communication with other coun- 
tries. 

The company proposes under a five-year 
agreement to provide at its own expense 
telephone equipment to work between Nas- 
sau and some point in the United States 
and.to connect with systems working with 
Europe and South America, the installation 
to be in operation before the end of 1932. 
It has been estimated that the installation 
of wireless telephone equipment will cost 
the Tropical Radio Co. $70,000. The cost 
to the government is estimated at $10,009. 

For several years the legislature of the 
Bahamas has been considering the improve- 


Vol. 101. No. 16, 
ment of the wireless station, especially the 
elimination oi interference by private re- 
ceiving sets. 
to undertake improvements was actually 


On one occasion the money 


voted, but that year the assembly started to 
retrench and at the close of the session 
eliminated the appropriation for the wire- 
less station. ; 

stated, the Ba- 


received a 


Some time ago, it is 


hamas government proposal 
from Imperial Communications (London), 
which was rejected by the House of As- 
sembly. Imperial Communications wanted 
control of the operation and profits of the 
station. The government also has received 


proposals from other companies. 


Swiss Operators Must Be Fluent 
in Three Tongues. 
Telephone operators in Switzerland must 
languages—German, 
The majority of the 


be able to use three 


French and Italian. 


Swiss cantons are German speaking, and 
therefore the German language is used t 


a greater extent than the others in tele- 


phone conversations. 
Local and long distance calls in Switzer- 
land are showing considerable increase, as 


are also calls between Switzerland and 


foreign countries, and international calls 


passing through Switzerland.  Transat- 


lantic telephone service was extended to 
Switzerland in July, 1928. The service is 
used extensively, not only by tourists from 
also for business 


America, but purposes. 
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Terminal Room of Sparta Telephone Co., Sparta, IIl., Showing Main Distributing Frame and Relay Rack with Steel Covers—American 


Electric Power Board Installed at Sparta Exchange on Which Is Mounted Ringing Machine, 


Rectifier, Meters, Switches and Fuses: 
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Everything 
from 
the 
top 
of 
the 
pole 
to 


the 


bottom 





Only $12.00 


(Payable $2.00 a month) 


—for a telephone 
library that means 
dollars and cents to 
you in your work. 

















Mitchell’s 
Principles and Practice of Telephony 


These five books place thousands of practical facts at your 
command for instant use. 

Beginning with a comprehensive survey of the basic principles 
involved, the author discusses such subjects as telephone appara- 
tus, circuit elements and analysis, typical cord combinations, 
telephone power plant equipment, coil winding, the toll switch- 
board and toll equipment in the multiple office. 

You learn about ‘toll trunking, the nature and laws of tele- 
phone traffic, machine and automatic ringing, call distribution, 
trunk mechanical switching, mechanical-manual switching, etc. 

All these subjects with scores of others, equally important, 
are treated in detail. Illustrations are used freely throughout 
the books and a comprehensive index enables the reader to put 
his finger immediately on any desired fact. 

To earn an expert’s pay, you know that an expert’s knowledge 
is necessary. With these books you get the combined expe- 
rience of many telephone experts—down in black and white, 


with 317 illustrations to help you. 
See It Free 


Mail the Coupon! 


Send for These Five Practical 
Books to Examine Free 
Look over the books and if 
they are not all we said they 
are return them at our expense. 
If you want to keep them, $2 
in ten days and $2.00 a month 
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Coordination. . » Many telephone | 


companies have already taken advantage of Graybar’s | 
| 








service of supply to coordinate their maintenance and | 
construction programs ... And with reason. All the many 
items required for outside plant can be treated as a 
unit. The products of leading manufacturers in all parts | 
of the nation become available from one convenient 
source ...one order... one responsibility, Graybar. And | 
more, too. Graybar’s nationwide system of 77 local | 


warehouses makes possible special economies and con- | 


GraybaR 


PRINCIPAL 


Veniences that should 
he of interest to every 
telephone property. 


CFFICES IN 76 CITIES. EXECUTIVE 





CFFICES: GRAYBAR BLDG., NEW YORK, N. Y 








for five months will pay for 
them. 
Nothing to lose—everything to 


gain. Act now. 








FREE EXAMINATION COUPON 





McGraw-Hill Book Co., Inc. 
} 370 Seventh Ave. “ New York 


Gentlemen:—Please send me MITCHELL’S PRINCIPLES AND 


! 
PRACTICE OF TELEPHONY (shipping charges prepaid), for | 
I 


! 

| ten days’ free examination. If satisfactory I will send $2.00 in 

| ten days and $2 per month until $12.00 has been paid. If not 
wanted, I will write you for return shipping instructions. (Please 

| write plainly and fill in all lines.) 
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With the Manufacturers and Jobbers 





New Health Chair for Telephone 
Operators Developed. 


The Sturgis Posture Chair Co. has re- 
cently introduced a new telephone oper- 
ator’s chair. distinctive feature of 
this chair is the saddle-shaped, plywood 


The 





























Operator’s Chair Recently Developed Incor- 
porating Severa! New Features. 


birch seat which is perforated to provide 
proper aeration. 

The advantage claimed for this type of 
seat is that it does not become sagged out 
of shape and consequently uncomfortable. 
Other features may be noted in the ac- 
companying illustration. One is the uphol- 
stered back in genuine leather over curled 
hair and the quick, positive, back as well 
as vertical, adjustments without the use 
of tools. The chair can be adjusted to 
any size individual in 30 seconds. 

This chair is equipped with straight 
footrest sections which encourage the feet 
to point straight ahead. This makes it 
easier for the operator to keep her knees 
together and secure the benefits of a cor- 
rect posture position. 

The chair is regularly equipped with 
revolving nickel-plated steel glides, but can 
be had with casters if desired. Further 
information regarding this chair and other 
models manufactured by Sturgis Posture 
Chair Co. may be had by addressing the 
company’s office in Sturgis, Mich. 

New Assistant Manager of Strom- 
berg-Carlson Branch. 

A. B. Preble, Stromberg-Carlson repre- 
sentative in the Rocky Mountain territory, 
has just heen appointed assistant manager 


of the Stromberg-Carlson Kansas City 


branch, according to announcement by 
G. A. Scoville, vice-president and sales 
manager. Mr. Preble fills the vacancy 


made by the promotion of C. D. Kinne to 
general sales engineer for the company. 
Mr. Preble has represented Stromberg- 
Carlson in the western territory for several 
years and his host of friends will be glad 
te hear of his appointment to this impor- 
tant post. 
while he 


He started in telephone work 
was still in school, repairing 
switchboard cords and changing batteries 
for his father, John W. Preble, superin- 
tendent of the Phoenix Telephone Co., of 
Steubenville, Ohio. 

In 1908 he received a full-time position 
with that company and when it was pur- 
chased by the National Telephone Co. of 
Wheeling, W. Va., a short time after, he 


















A. B. Preble, Recently Appointed Assistant 
Manager of Stromberg-—Carlson’s Kansas 
City Branch. 


remained as troubleman and lineman and 
later was promoted to wire chief of the 
Steubenville exchange. 

In 1913 Mr. went to Canton, 
Ohio, as wire chief of the Canton exchange 
of the Ohio State Telephone Co. Two 
years later he became associated with the 
Garford Mfg. Co., of Elyria, Ohio, as in- 
staller. 


Preble 


In this position his first job was 
the installation of equipment in the West 
25th street office in Cleveland, followed by 
the installation of toll switchboards at 
Youngstown and Alliance, Ohio. 

When the Stromberg-Carlson company 
and the Garford company merged in 1918, 
Mr. Preble associated with the 
Kansas City branch as salesman in Mis- 
souri. After six months 


became 


in Missouri he 
was tran:ferred to the Nebraska territory 
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At the 
end of that period he was transferred to 
the Kansas City office as specialty sales- 


which he covered for six years. 


man for radio equipment. 

On September 1, 1926, he took over the 
Rocky Mountain territory comprising the 
states of New Mexico, Colorado, Wyom- 
ing, Montana and Utah. -Mr. Preble cov- 
ered this territory up to the time he was 
appointed to his present position as assistant 
manager of the Kansas City branch. 

In his new position Mr. Preble will be 
able to serve the companies in his former 


territories. His experience and knowledge 


‘of telephony will enable him to carry on 


the outstanding work of Mr. Kinne in the 
entire Kansas City territory. 


Handles Utility Sales of Stude- 
baker and Pierce-Arrow Trucks. 
W. S. Pedley will have charge of the 

public utilities division of the S. P. A. 

Truck Corp., effective 

cording to an announcement recently. He 

will handle-both Studebaker and Pierce- 

Arrow trucks, with headquarters at 26th 

street and Michigan avenue, Chicago, Ill. 
Mr. Pedley has had charge of public 

utility work for the Highway Trailer Co. 

of Edgerton, Wis., for the past three years. 

Prior to that he was: general manager of 



































W. S. Pedley, with Years of Experience in 

Selling and Operating, Now Heads Public 

Utilities Division of the S. P. A. Truck 
Corporation. 


the Southwest Telephone Co., and pre 
ously was engaged in special sales w 
for the Kellogg Switchboard & Supply ‘ 

Widely known throughout the utili 
field, Mr. Pedley has had a broad expe 
ence fitting him for his new position. 


immediately, ac-’ 
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They can be readily clamped to a pole above or between the cross- 
arms. For changing crossarms on corners or on pole lines. 


COFFING HOISTS 7 F ’ COFFING ee 


| “THE UNIVERSAL TOOLS" 





are being used by Telephone 
and Power and Light Companies § 
f in construction and maintenance g i 
lege =work, for pulling guys, messen- 
f gers, underground cables, laying 
} water and gas mains, or wher- 








} ever a lift or pull is needed. 








fa 


i 3 
Sizes from % to 6 ton, wt. from 14 Type 10-B used for straight lines or yhoatom, circuits. 


to 65 Ibs. Model A % ton. Model 
F I'/% ton. 














The ideal Jack for 
pulling and straight- 

ening poles. It has 
tilt and swivel base. 



















































& 
; Type 10-C for changing crossarms on corners. 
} 
} 
iy ; 
i 
Flag, flag holders, and electric ; S 
light for poles, pipes, etc., in . " 
Temporary Guy Clamp. For neck- transit day or night. Can be 
7 uy wires under heavy tension. easily attached or removed. Spring 
bolt clamp can be put in proper attached to chain so holder will 
he Me without using hammer. not work loose. 





Any of this equipment can be secured on 30 days trial. Catalogue containing full information will be sent on request. 


COFFING HOIST COMPANY, 313 East Van Buren St., Danville, Illinois 
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TOOLS io: UNDERGROUNDCABLE INSTALLATION 


Quick Coupling Rods Cleaning Tools 
Screw Coupling Rods Pull in Guides 
Cable Benders Manhole Guards 
Cable Racks Reel Jacks 


T. J. COPE, Inc. 6122 Vine Street, Philadelphia, Pa. 


19 So. La Salle Street, Chicago, IIl. 














PUTNAM yore LADDERS| 


Carried in stock for We make and sell more rolling lad- 
immediate delivery. ders than all other makes combined. 
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NON-SLIP 





= = inc) STRAT sarery senvice excuse =O AS Bite” etnomn tone E 
=~" DUTNAM & COMPANY, a ae 


S 30 Howard St., New York, N.Y. SEND FOR ILLUSTRATED CATALOGUE “D” Tel. CA nal 6-5147 


PUTNAM LADDERS ARE USED THROUGHOUT THE BELL SYSTEM 
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New Recessed, Sound-proof Tele- 


phone Bell Box Announced. 

A substantial saving to telephone users 
throughout the country is expected to re- 
sult from the installation of a new type of 
recessed telephone box known as the “Bond 
3ellbox,” produced by the Bond Electric 
Corp. of Jersey City, N. J., manufacturer 
under a contract negotiated by the indus- 
trial service department of Campbell, Pet- 
erson & Co., Inc., New York. 

Under the contract announced by Camp- 
bell, Peterson & Co., the Bond Electric 
Corp. expects to market 50,000 of the new 
boxes in the first: year, and, with an in- 
crease in distribution facilities, it expects 
to market up to 250,000 annually. A sub- 
stantial quantity of these boxes has already 
been ordered for institutional use, such as 
hospitals and sanitariums. It is expected 
that the initial demand for the “Bellbox” 
will be from contractors of new apartment 
and office buildings. 

The new type box is made in two styles, 
one of which is insulated against sound. 
As a result it has a distinct advantage over 
boxes now in current use for hospitals, as 
well as apartments, office buildings, and 
other places where the noise factor is an 
important consideration. A recessed fea- 
ture of the new box is said to permit a 
saving of wall space, prevent the marring 
of interior architectural lines, and permit of 
more economical installation. 

The question as to whether the sound- 
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proof telephone box was practical because 
of its reduction of the noise factor is 
answered by the statement that it is sound- 
proof only to the extent that it wilt not 
disturb people in adjoining rooms or apart- 
ments, and that it does away with the usual 
“jangle” at present an irritation to sensitive 
nerves. 
Prices in the Metal Markets. 

New York, October 13: Copper—Steady ; 
electrolytic spot and future, 7c. Tin— 
Steady; spot and nearby, $23.12; future, 
$23.50. Iron—Quiet; No. 2 f. 0. b. east- 
ern Pennsylvania, $15.50@16.50; Buffalo, 
$15.00@16.00; Alabama,  $11.00@13.00. 
Lead—Steady; spot New York, 4.00c; 
East St. Louis, 3.82c. Zinc—Steady; East 
St. Louis,. spot and future, 3.50c. Anti- 
mony—6.60c. Quicksilver—$76.00@80.00. 


WHAT THE COURTS AND 
COMMISSIONS ARE DOING. 
(Continued from page 46.) 

It is proposed that the Central Bridge 
company shall sell all of the physical prop- 
erty of its system on or before December 
31, 1931, to the New York Telephone Co. 
for the sum of $12,500 in cash plus the 
value of net additions in fixed capital as- 
sets made subsequent to February 10, 1931, 
and up to the date of the closing and 

transfer of the title. 

The reasons given for the sale of this 
property are that the president and man- 




















Announcing... 


Runzel Cord & Wire Co., 
manufacturers of high 
quality Telephone and 
Switchboard CORDS 
and WIRE and CABLE. 


W. L. Runzel, President, 
brings to this organiza- 
tion 41 years’ experience 
in the manufacture of 
this type of telephone 
equipment. 


Runzel 
Cord and Wire Co. 


4727 Montrose Ave. 


Chicago, IIl. 
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ager of the Central Bridge company has 
other interests and cannot give the tele- 
phone business the attention it requires; 
that the present service is not satisfactory; 
that the present management does not wish 
to make the expenditures to reconstruct 
the plant and improve the equipment ; that 
the New York company is prepared to 
make these expenditures and thereby im- 
prove both local and toll service. 

The Central Bridge company has 186 
stations, of which 160 are multi-party or 
rural lines and for which the increase in 
rates will be 50 cents per month; 21 are 
individual residence for which the increase 
is 75 cents and five are business stations 
for which the increase is from $1.00 to 
$1.75. 

There was no opposition to the trans- 
fer which will result in improving the 
facilities and service to telephone users 
now served by the Central Bridge com- 
pany which will dissolve after the trans- 
fer is completed. 
Nebraska Company Wins in Re- 

hearing of Compensation Case. 

The Lincoln Telephone & Telegraph Co., 
Lincoln, Neb., has won in the state su- 
preme court the suit brought by Thomas 
E. Smith, a former employe, who tried to 
compel it to pay, as workmen’s compensa- 
tion, for the total disability he claimed to 
have sustained as the result of a fall while 
acting as janitor in the company’s Nebraska 
City exchange. 

The company discovered soon afterwards 
that Mr. Smith had, four years before, 
while working for another employer, 
claimed to have suffered total disability, 
and secured a lump settlement. Imme- 
diately thereafter he started in doing hard 
work, and had been so employed up to 
the time he claimed the injury while at 
work for the telephone company. 

The compensation commissioner and the 
district court both gave Mr. Smith com- 
pensation, and the state supreme court 
affirmed their action. On a vigorous pro- 
test from the company’s attorneys, the 
court re-examined the decision, and now 
sets aside that judgment and dismisses the 
case. 

The company contended that Mr. Smith 
did not have an accident, that he was not 
injured and not disabled. It contended 
that when picked up he pretended to be 
unconscious and thereafter acted the part 
of a malingerer in order to get an award. 
It produced testimony to show that what 
he is now suffering from was not and 
could not be caused by any accident, but 
is due to inflammation. 

The court says that Mr. Smith has no 
convinced it that he now suffers from any 
disability due to accident, and that his 
quick recovery from the total d ability 
for which a former employer com): nsated 
him is significant. The court says that the 
medical testimony offered by the parties to 

the lawsuit is in hopeless conflict, und it 
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WALL DREADNAUGHT 


BLOW TORCHES anp FURNACES 















Desicnep to withstand 
roughest usage, delivering maxi- 
mum heat for long periods of 
time and oper- 
ating in windiest 
weather. Also 
brazed steel 
double - jacketed 
compound §ket- 
tlese. Write 
for information 
about the 
DREADNAUGHT 
line. 























P.WALL MFG. SUPPLY CO. 
3126 Preble Ave., N. S. 
Pittsburgh 


SINCE 1866 
ee 5y 
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Switchboard Parts 
Repaired and Renewed 





























MANY 


More Hours of Service 


OU’RE not interested in what’s in a 

battery, nor how it’s made—you want 
hours of service. Ray-O-Vac Telephone Bat- 
teries give you many more hours of service, 
as proved by tests conducted in accordance 
with U. S. Government standards, and by 
records of users. It’s this longer life that 
makes the service-hour cost of Ray-O-Vac 
Batteries so remarkably low, and decreases 
service expense. Put Ray-O-Vac Batteries 
to work, and you'll find that Ray-O-Vac’s 
longer life means real battery economy. 


FRENCH BATTERY COMPANY 


Madison, Wisconsin 


General Sales Offices: 
20 North Wacker Drive, Chicago, Illinois 


Makers also of Flashlight Batteries, Rotomatic 
and Standard Flashlights and Electric Lanterns 


















OST of those annoying trou- 


Drops bles or defects in your 
switchboard can be remedied 
Jacks by sending the parts to Suttle 
for thorough repair and renewal 
Keys at nominal charges. 
Coils No matter what the trouble is 
our skilled and experienced re- 
Cords pair men can fix them up and re- 
turn them to you in guaranteed 
T first class condition. Just send 
rans- them in by parcel post with in- 
mutters structions. We'll do the rest. 
Receivers For prices on this work refer 
to page 49 of our complete 
catalog “The Suttle Salesman.” 











YOU Can Reduce 
Pole Costs 


The original price is not the most important 
consideration in buying poles economically. 
That is why it is wise to choose National Lum- 
_ ber & Creosoting Co. Poles 

... they are Pressure Creo- 


soted, and they cost less be- 
cause they last longer. For 
complete information and free 
pole literature, write today to 


, EF 5 expe he: “ 
« » 7 aS » 


National Lumber & Creosoting Company 


GENERAL OFFICES: TEXARKANA, ARK.-TEX 
SALES OFFICES TREATING PLANTS 
Texarkane Arh Hoestoe Tex Tes. Houston T Sete, La. 
% Louie, Mo. Si Superior. Win Selide. Colo. Denver, Colo. Superior, Wie 
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WINTER ECONOMY 


T isn’t the Battery that makes 

Battery maintenance expen- 

sive. It’s the service. The 
service costs the same for short- 
lived Batteries as for Storm King 
Duro Powr. Duro Powr means 
what it says: more effective power 
and more hours of usefulness, 
both obtained by calculation and 
invention. 


Duro Powr is the only big Battery 
with a seamless zinc cup—the 
only Battery with an airtight top 
seal—the only’ Battery’ that 
doesn’t let moisture in and energy 
out through soldered joints or de- 
fective tops. Add the D-W pat- 
ented paper-thin insulator and the 
extra quantity of mix and you 
have a Battery that you can de- 
pend upon for the longest effec- 
tive life per installation trip. 


GENERAL DRY BATTERIES 


INCORPORATED 


CLEVELAND, O. 





Makers of all types of dependable 
Dry Batteries for Radio, Ignition, 
and General Use. 


Flashlight 
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will not attempt to reconcile the differences. 
It it cannot accept both versions of the 
doctors, it will consider what they have to 
say only in connection with all the other 
evidence in the case in order that a just 
determination may be reached. 


Attempt to Settle Government 
Radio Anti-trust Suit Fails. 

An attempt to settle out of court the 
anti-trust suit brought by the Department 
of Justice against certain companies in the 
radio industry charging provisions of 
agreements between them were illegal as 
designed to prevent and suppress compe- 
tition between the parties, failed at a con- 
ference between department officials and 
representatives of the defendants, it was 
announced orally October 8 by William D. 
Mitchell, attorney general of the United 
States. 

Mr. Mitchell did not state whether the 
department contemplates going ahead with 
the suit or attempting further to arrange a 
settlement. ; 

The following additional information was 
made available by the department: 

The suit is brought against the Radio 
Corp. of America, General Electric Co., 
Westinghouse Electric & Mfg. Co., Amer- 
ican Telephone & Telegraph Co. and cer- 
tain other companies. 

The Radio Corp. of America was origin- 
ally formed by the General Electric Co. 
to acquire the American Marconi Co., 
which a British owned company, 
owned the Marconi patents and was the 
principal factor in the wireless communi- 
cation field in America. 

In the view of the department there 
was nothing illegal in this, but almost im- 
mediately upon the formation of the Radio 
corporation, there began the making of a 
series of contracts between the defendants 
as to the use of them by their respective 
patents in the radio and allied fields. In 
the view of the department, these agree- 
ments in a number of their important pro- 
visions were illegal as designed to prevent 
and suppress competition between the 
parties. 

It should be said that the defendants 
deny wholly that the agreements made by 
them were illegal or had the purpose or 
effect charged by the government. It de- 
veloped at the conferences, however, that 
regardless of the legality or illegality of 
their contracts, the principal defendants 
were ready to change them so as to make 
them unobjectionable in the view of the 
department. 

It also appeared that the principal de- 
fendants would, in addition, consider 
favorably creating an open patent pool, 
whereby the use of their patents in the 
radio and certain allied fields would be open 
to the public generally upon fair and rea- 
sonable terms to be fixed by independent 
trustees. 

Such a pool would, in the opinion of 
the department, if practicable, be of dis- 


was 












Vol. 101. No. 16, 





tinct advantage to the public, both as 
opening the patents of the particular ce- 
fendants to general use and also as serving 
as the beginning of an open patent poo 
into which all patents important in tlie 
radio field might be brought and th 
use made open to the public on terms fa 
and reasonable to patent owners on 
one side and the industry on the other, an: 
the industry be largely relieved of 
terminable and expensive disputes oy 
patent rights. 

In the consideration of these matters the 
department has kept in close touch wit! 
the representatives of the independents i: 
the radio industry and the creation of such 
a patent pool is one of the proposals ad- 
vanced by them as a possible solution. 

The creation of such a pool is a matter 
that requires careful consideration both as 
to detail and as to its effect upon the indus- 
try in order to determine both its desira- 
bility and its practicability and there has 
been no definite commitment as yet either 
by the department or by the defendants in 
regard to it. 
They have 


ot | 


4 


agreed, that the 
creation of such a pool warrants earnest 
consideration and that the parties will 
genuinely endeavor to formulate an accept- 
able plan embodying it. 


however, 





Summary of Commission Rulings 
and Schedule of Hearings. 
INTERSTATE COMMERCE COMMISSION 
October 6: MHearing at Fort Smith 
closed on proceedings between the Okla- 
homa-Arkansas Telephone Co, and _ the 
Southwestern Bell Telephone Co. as to 
reconnection of toll line between Poteau 
and Fort Smith to the Bell switchboard 
in Fort Smith. Briefs were ordered filed 

by November 5. 
CALIFORNIA, 

October 2: McFarland Telephone Co 
authorized to put certain rates into effect 
for extension telephones and extension 
bells. 

ILLINOIs. 

September 25: Application for proposed 
advance in rates by the Rossville Tele- 
phone Co. for toll service between Ross- 
ville, Alvin, Bismarck, Henning, and 
Jamesburg, Vermilion county, dismissed. 

In the motion the president of the tele- 
phone company stated that the dismissal’ 
was asked due to the present prevailing 
economic conditions. 

INDIANA. 

September 21: Hearing in Indianapolis 
on proposed increase in rates by the South- 
ern Indiana Telephone & Telegraph Co. 

October 7: Petition filed asking author- 
ity to merge 14 state telephone companies 
now owned by the United Cos. The new 
organization would be known as the Union 
Telephone Co. 

KANSAS. 

September 23: Petition filed by citizens 
of Sedan asking for a lower- rate schedule 
for service being furnished by the South- 
western Bell Telephone Co. 

October 28: Hearing in Smith Center on 
petition of various telephone subscribers to 
investigate telephone rates and asking for 
an order providing reductions. 

MINNESOTA. , 

November 20: Rehearing in St. Paul 
on petition of O. B. Sillerud, et al., filed 
April 8, 1931, and the petition of Alexan- 
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October 17, 1931. 


der Small, et al., filed May 23 requesting 
an investigation as to the reasonableness 
of the present rates of $21 per year gross, 
or $18 per year net, for rural metallic 
circuit telephones; and $18 per year gross, 
or $15 per year net, for rural grounded 
circuit telephones as charged by the Peli- 
can Telephone Co., at Pelican Rapids. 
MISSOURI. 

October 3: Hearing in Jefferson, county 
of Cole, on application of the Scotia Tel- 
ephone Co. for permission to erect and 
maintain a certain telephone line in Miller 
county. 

October 5: Order issued suspending for 
six months, or until otherwise ordered by 
the commission, general collection rules of 
the United Telephone Co. 

October 10: Approval given application 
of the United Telephone Co. asking for 
permission to eliminate the central office 
at Pleasant Green and to furnish telephone 
service through central offices located at 
Otterville, Bunceton and Pilot Grove. 

October 15: Hearing in Gallatin of 
complaint of Earl Clark, et al., against 
the Inter County Telephone Co. 

NEBRASKA. 

September 30: Application of the Lin- 
coln Telephone & Telegraph Co. for au- 
thority to publish and collect rates for dial 
private branch exchanges, unattended, of 
varying capacity, and for promulgation of 
rules and regulations covering this form of 
service, found reasonable, and authority 
granted as asked. 

October 6: In the matter of the applica- 
tion of the Northwestern Bell Telephone 
Co. for authority to change from magneto 
tc common battery service at its Rushville 
exchange, and to increase rates for all 
classes of service; it appearing that the 
proposal meets with the practically unani- 
mous wishes of the patrons at Rushville, 
order granted as requested. 

October 6: Application of the North- 
western Bell Telephone Co. for authority 
to change its base rate area at its Bridge- 
port exchange and to enlarge it, found 
reasonable and requests granted as asked. 

October 9: In the matter of the com- 
plaint of patrons of the Bassett-Spring- 
view Telephone Co. that the management 
had refused to furnish emergency service 
and that proper regard for their interest 
was shown; on investigation the commis- 
sion finds that the charge that adequate 
service has not been supplied is well 
tounded, and it is ordered that another 
operator be added and that full 24-hour 
service be supplied, part of the cost to be 
met by an- authorized increase of 25 cents 
a month on city service and by a reduced 
rate in rental charged by manager to com- 
pany for use of his house and premises. 

New York. 

October 7: Approval given proposed 
transfer of the properties of the Flint 
Telephone Lines, operating in South Val- 
3h to the Otsego & Delaware Telephone 

0. 

October 7: Proposed transfer of the 
properties of the Central Bridge Telephone 
Co., Inc., operating in Schoharie county, 
to the New York Telephone Co., ap- 
proved 

October 7: Approval given sale of tele- 
Phone line located in Gaines, which is 
owned by Anna Crandall, to the New York 
Telephone Co. 

October 16: Hearing in Syracuse before 
Commissioner Brewster on proceeding in- 
Stitutec by the commission as to propriety 
ot rai-s for service filed by the Dryden 
Telepi: ine Corp. 

OKLAHOMA. 

October 20: Hearing on complaint of 

the citizens of Grandfield against the 
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In Cases of Emergency 


National Sleeve Splices are 
the Linesman’s Best Friend 











A National Joint is Made Quickly 
| and is sure to stay 


National Sleeves. valuable and efficient at all times, 


are of special value in times of emergency. In the 
stormy months when wind, rain, ice, snow and sleet 
cause the line crews all sorts of worry and work, 
linesmen everywhere find “Nationals” of wonderful 


help—they are real trouble shooters. 


No matter how tough the conditions the linesman 
knows that with Nationals he’ll make a neat, un- 
breakable joint and that the work will be done 
quickly. That’s why many utilities in all parts of 
the country always put in a stock of Nationals, 


which they hold for emergency service. Send in 





National Double YOUr order for your emergency supply today and 


Tube Sleeve Size 
17 B & §S and 
up. 


be prepared. 


THE NATIONAL TELEPHONE 
SUPPLY COMPANY 


5100 Superior Ave. Cleveland, Ohio 
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During recent years 

I have been privileged 
Nto appraise Telephone 
Exchanges all over the 
United States. The 
list totals 750. Would 
you like to avail your- 
self of my services? 


'N 8-9 Lemck 
ANGINES -” Building” “ 


— NSy . 
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Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 
221 North La Salle St. 







CHICAGO 

























CONSULTING 
Telephone Engineer 
GARRISON BABCOCK 


AMERICAN TELECHRONOMETER CO. 
White Building 
SEATTLE, WASHINGTON 





























SPOONER & MERRILL, Inc. 


CONSULTING ENGINEERS 
Specialists in Public Utilities 


TELEPHONE - BLEOTEIO - GAS 
WATER - RAILW 


Sitiaiiea tae iaaeeaten 


CHICAGO, ILLINOIS 
20 No. Wacker Drive 
































AVOID “LOST” CABLES— 
Use Our 
Pressure Testing Equipment! 
Extension Poles and Mountings 
For E Coils 


r Exploring 
DETROIT INSTRUMENT SERVICE 


14586 ILENE AVE. DETROIT, MICH. 

























Consulting Telephone Engineers 


Ww. ©. POLK—J. W. WOPAT 
Plans, Estimates and Reports, 
Appraisals and Supervision 
101 West llth St. Kansas City, Mo. 


























EVER-PROTECT CABLE COMPOUND 


EFFECTIVE in maintaining your under- 
ground and aerial cable in perfect condition 


NATIONAL CABLE COMPOUND CO. 
MITCHELL INC. INDIANA 





























J. G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals. Rate Surveys, 
Financial Investigations, Organization, 
and Operation of Telephone Companies. 


J. G. weer. Fellow = I E. E. 


rus G. Hil 
2130 Ban ers bide. Chicago 
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Southwest. Telephone Co. for adjustment 
of rates. 

October 20: Continued hearing from 
October 7 on complaint of Otis Stofer 
against the Southwest Telephone Co. for 
adjustment of rates at Devol. 

October 20: Continued hearing from 
October 7 on complaint of the citizens of 
Comanche against the Southwest Tele- 
phone Co. for adjustment of rates. 

OuIO0. 

October 8: Applications denied of the 
Warren Telephone Co. and the Ohio Cen- 
tral Telephone Corp. for rehearings on in- 
creased rate cases. 

PENNSYLVANIA. 

September 30: Application filed by the 
West Penn Power Co. asking for author- 
ity to sell certain telephone facilities in 
McKeesport, Charleroi and Latrobe to the 
Bell Telephone Co. of Pennsylvania. 

The purchase price for the facilities, 
which are located in certain sub-stations of 
the power company, is said to be $5,046. 
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TELEPHONE DIRECTORY & 
, ADVERTISING COMPANY , 


A Telephone Directory Ad- 
vertising Sales Organization 
Main Office 
ee Bldg. Kansas City, Mo, 
Wichita,Kans. Ft. Wayne, Ind. Chicage 
816 Brown Bldg. 212 Guarantee Bldg. 100 W. a 




















ACCOUNTING 


HERDRICH AND BOGGS 
Certified Public Accountants 
Specializing in Telephone Accounting 
and Rate Cases Since 1918 
901-7 Continental Bank Bldg. 


Indianapolis, Indiana 














Statement of the ownership, manage-— 
ment, circulation, etce., required by the 
act of Congress of August 24, 1912, of 
“Telephony,” published weekly at Chicago, 
Ill., for October 1, 1931. 

State of Illinois, County of Cook—ss. 

Before me, a notary public in and for 
the state and county aforesaid, personally 
appeared S. R. Edwards, who having been 
duly sworn according to law, deposes and 
says that he is the editor of ‘‘Telephony,” 
and that the following is, to the best of his 
knowledge and belief,'a true statement of 
the ownership, management (and if a daily 
paper, the circulation), etc., of the afore— 
said publication for the date shown in the 
above caption, required by the Act of 
August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business managers are: 

Publisher—Telephony Publishing Corp., 
608 S. Dearborn St., Chicago, III. 

Editor—S. R. Edwards, 608 S. Dearborn 
St.. Chicago, Ill. 

Managing Editor—S. R. Edwards, 608 S. 
Dearborn St., Chicago, Ill. 

Business Manager—H. D. Fargo, 608 S. 
Dearborn St., Chicago, III. 

2. That the owner is: (If owned by a 
corporation, its name and address must 
be stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding one per cent or more 
of total amount of stock. If not owned by 
a corporation, the names and addresses of 
the individual owners must be given. If 
owned by a firm, company, or other un- 
incorporated concern, its name and ad- 
dress, as well as those of each individual 
member, must be given)—Telephony Pub— 
lishing Corp., 608 S. Dearborn St., Chicago, 
lll.; H. D. Fargo, 608 S. Dearborn St., Chi- 
cago, Ill.; S. R. Edwards, 608 S. Dearborn 
St., Chicago, Ill.; H. D. Fargo, Jr., 608 S. 
Dearborn St., Chicago, IIl. 

3. That the known bondholders, mort-— 
gagees, and other security holders owning 
or holding 1 per cent or more of total 
amount of bonds, mortgages, or other se— 
curities are: (If there are none, so state). 
—H. PD. Fargo, 608 S. Dearborn St., Chi- 
cago, Ill. 

4. That the two paragraphs next above, 
giving the names of the owners, stock-— 
holders, and security holders, if any, con— 
tain not only the list of stockholders and 
security holders as they appear upon the 
books of the company but also, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela— 
tion, the name of the person or corpora— 
tion for whom such trustee is acting, is 
given; also that the said two paragraphs 
contain statements embracing affiant’s full 
knowledge and belief as to the circum- 
stances and conditions under which stock— 
holders and security holders who do not 
appear upon the books of the company as 
trustees, hold stock and securities in a 
capacity other than that of a bona fide 
owner; and this affiant has no reason to 
believe that any other person, association, 
or corporation has any interest direct or 
indirect in the said stock, bonds, or other 
securities than as so stated by him. 

S. R. EDWARDS, Editor. 

Sworn to and subscribed before me this 
26th day of September, 1931. 

OHN H. WYLIE. 

(My commission expires January 23, 1934.) 








Universal Insulators 


will support your drop 
wires to your entire satis- 
faction and at a minimum 
cost. Are you a_ user? 
Samples free on request. 


Universal Specialty Co. 


711 Poplar Street 
Terre Haute, Ind. 























CONSULTING TELEPHONE ENGINEERS 


Rates Financing Accounting Managing 
Appraisals and Reports 
Radio Program Service Specialists 
Construction Contractors 


TELEPHONE ENGINEERING AND 
MANAGEMENT COMPANY 
Lima, Ohio 























TELEPHONE 
SWITCHBOARD LAMPS 


lice Lamp Works, Inc., Emporiom.Pa 














NAUGLE POLES 


Northern and Western Cedar 


Butt-treated or Plain 


NAUGLE POLE & TIE CO. 


59 East Madison St., Chicago 








W. H. CRUMB 


Telephone Engineer 


9 South Clinton St. Chicago 
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Condensed Telephone News | 


Officers of Companies Are Urgently Requested to Forward to Us Promptly 


All Financial and Other Statements as Soon as Issued and Any Items Relat- 
ing to Construction, Rebuilding, or Changes in Their Plants and Systems 


New Telephone Companies and 
New Incorporations. 

PeTeRSBURG, INp.—Articles of incorpora- 
tion have been filed with the secretary of 
state in Indianapolis by the Associated 
Telephone & Utilities, Inc., having a prin- 
cipal place of business at Petersburg. 

The corporation has an initial capital 
stock of 1,500 shares having no declared 
par value and is formed to do a general 
telephone business. The incorporators are 
L. G. Weaver, O. P. Alford and T. F. 
Murchison. 

Franchises. 

GreENUP, Itt.—The Greenup Telephone 
Co. has been granted a 25-year franchise 
by the village council. 

Elections. 

Lone Tree, lowa.—The stockholders of 
the River Junction Telephone Co. held its 
annual meeting recently and the following 
officers were reelected: 


President, James Magruder; vice-presi- 


dent, Miles Atkins; secretary-treasurer, J. 
M. Sims. Directors: Ralph Rayner, J. M. 
Sims, James Magruder, Lloyd Magruder 
and Miles Atkins, Sr. 

NortH EwnciisH, Iowa.—The North 
English Mutual Telephone Co. held a 
meeting recently and elected the following 
officers : 

President, Frank Wallace; vice-presi- 
dent, Roy Wallace; secretary, W..M. Gei- 
ger; treasurer, Sherwood Swain; direc- 
tors, Frank Wallace, Ernie Graham, Rich- 
ard Owens, Henry Norling and Grant 
Wetherell. 

Construction. 

LitcuFieELp, Itt.—The Illinois Consoli- 
dated Telephone Co. is stringing copper 
wires from Litchfield to Hillsboro for 
toll purposes. The Raymond exchange 
will be rebuilt including a new office, 
switchboard and outside plant. 
_Lawrencesurc, Inp.—The Southern In- 
diana Telephone Co. is placing new tele- 
phone cables here. 

MonroeEvILLE, Inp.—Work has already 
begun on an extensive local rehabilitation 
program of the exchange of the Home 
Telephone & Telegraph Co. The program 
will include replacement of wire and poles 
in many sections of the rural area. The 
work will be continued over a one-year 
Period, and will involve the expenditure of 
approximately $15,000. 

New automatic central office equipment 
was placed in service here in November, 
1930, which together with the new equip- 
ment now being installed, will give Mon- 
roeville entirely new telephone facilities. 

Barrett, Minn.—The Barrett Rural 

ele; hone Co. has laid cable throughout 
the entire village. Every section of the 
telephone system is now operated from 
underground cable. A new rack has also 
been installed at the central office. 

‘LCE Eartu, Minn.—A new  switch- 
board has been installed here by the Blue 
Earth Valley Telephone Co. 

I.\\son, Mo.—The Middle States Util- 


owe <o. has installed a new switchboard 
rc. 

Pi \ABELPHIA, Pa.—At its meeting last 
C th the directors of the Bell Telephone 
: Pennsylvania appropriated the sum 


00 
488,224 to be used for new construc- 


tion and service betterments throughout 

the state in the immediate future. 
Including the amount voted last month, 

total appropriations so far this year ag- 


gregate approximately $16,884,085. 
Miscellaneous. 
Cuicaco, Itt.—More than 1,200 new 


telephones were added to the lines of Ohio 
companies of the Associated Telephone 
Utilities Co. system in a special sales cam- 
paign during the month of September, it 
was announced on October 13. 

Similar campaigns conducted throughout 
the territory during the year have resulted 
in a gross addition of 23,000 new tele- 
phones, offsetting losses due to business: 
curtailment in most areas served. Similar 
campaigns are planned for 1932. 

BICKNELL, INnp.—Joseph Johnson, of 
Jasper, has been appointed manager of the 
local exchange of the Southern Indiana 
Telephone & Telegraph Co. 

INDIANAPOLIS, INp.—Officials of the 
United Telephone & Electric Co., having 
several exchanges in Indiana cities, re- 
cently called their Indiana managers into 
Warsaw for a two-day conference. Meet- 
ings, it was announced, will be held month- 
ly for the purpose of acquainting the man- 
agers with new practices, with the ultimate 
aim of bringing the plant and equipment to 
first class condition. 

Reports of a recent service survey were 
received and the managers were instructed 
to remedy immediately all defects found. 

MANNING, IowA.—A compromise has 
been reached between the Manning Tele- 
phone Co. here and its patrons in the dis- 
pute over rates which has been in progress 
the past several months. 

Under terms of the agreement, city and 
rural rates are $1.50 a month and if paid 
six months in advance a rebate of 25 cents 
a month is allowed, establishing a rate of 
$15 annually. Business telephones continue 
at $2.25 a month. 

Gatva. Kans.—It is reported that L. R. 
Robert, formerly manager of the Kansas 
Telephone Co. at Whitewater, has pur- 
chased the Galva Mutual Telephone Co. 

La CentER, Ky.—E. Arivett is reported 
to have purchased the local telephone com- 
pany from F. A. Lewis. 

Lupincton, Micu.—Miss Mae Hamel, 
manager of the local office of Michigan 
Associated Telephone Co., has resigned. 
Jesse Bartin, wire chief, succeeds her. 
Miss Grace Bash, formerly of Elkhart, 
Ind., has been transferred to Ludington 
from Grand Ledge and has been appointed 
cashier. 

Stayton, Minn.—Col. Gottrey, who has 
been manager of the telephone company in 
Storm Lake, Iowa, has returned to resume 
his position in Slayton, as manager of the 
Central West Public Service Co. 

Kwnos Noster, Mo.—Henry J. Habekost, 
of Concordia, has accepted a position as 
manager of the Knob Noster Mutual Tele- 
phone Co. This place was made vacant by 
the recent death of Angus H. House. Mr. 
Habekost was connected with the Con- 
cordia exchange for about 16 vears. 

Ava, On1o.—The transfer of the billing 
office of the Utilities Service Co.. which 
operates a number of telephone exchanges 
in northern and northeastern Ohio, from 
Alliance to Ada was announced recently. 
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Monthly bills in excess of 47,000 will be 
sent out from the office here as all of the 
billing equipment was brought here from 
Alliance. In all, 93 exchanges will be 
billed from Ada. Miss Audrey Webb, 
formerly of Liverpool, Ohio, is chief bill- 
ing clerk and will take charge of the new 
office. 

Apa, On10o.—The campaign inaugurated 
some time ago by the Utilities Service Co. 
to secure new subscribers in all of its 93 
exchanges in northern and northeastern 
Ohio, is bearing good fruit, it is reported. 
At the Ada exchange 35 new subscribers 
have been obtained or more than 600 per 
cent over its quota. 

The 93 exchanges in the campaign were 
divided into two teams, and a friendly con- 
test among employes of the two teams has 
proved very satisfactory. 

ArcHRBOLD, Ou1o.—The Archbold Tele- 
phone Co. has completed the installation 
of wiring to many of its subscribers to 
provide radio service. Archbold is now in 
a hook-up consisting of Wasueon, Napo- 
leon, Swanton and Moreici. The programs 
are received at Ottawa and sent by wire 
to the telephone exchanges for transmis- 
sion to its subscribers. 

St. Jo, Texas:—Arch Holland, aged 51, 
dropped dead on September 29 at his desk 
at the local telephone exchange, which he 
had owned for 15 years. He is survived 
by his widow and five sons. 
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TELEPHONY 


Vol. 101. No. 16. 


OPPORTUNITIES! 


Rates 10 cents per word, payable in advance. 


Minimum charge $2.00 for 20 words or less. 





“REBUILT” TELEPHONE 
APPARATUS 


and exchange equipment saves you W 
to 50 per cent—quality and efficiency 
guaranteed. 


EVERYTHING YOU NEED 


for the installation and operation of a 
complete exchange—Magneto or Cen- 
tral Energy. 


TWENTY YEARS’ SUCCESSFUL 
OPERATION 


ef our “Rebuilt” 
ment puts it past the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. 


ADDRESS 
“Rebuilt” Equipment Department 


Premisr Biertric Lompang 


“REBUILT” when connected with 
PREMIER means something. 








TO OBTAIN the Right 
Man for your require- 
ments, an “Opportunity’s” 
advertisement will place 
him in touch with you. 





TELEPHONES repaired and ex- 
changed. New and slightly used equip- 
ment for sale. Telephone properties 
listed for sale. Send for Price List 
and sample mouth-pieces. 


TELEPHONE REPAIR SHOP 








1760 Lunt Ave., Chicago, IIl. 





Equipment Depart- |. 








HAVE YOU ANY OLD TELE- 
PHONE EQUIPMENT 
TO BUY OR SELL? 


Then try the “Opportunities” page in 
TELEPHONY for it will give you 
quick and pleasing results, as the fol- 
lowing letter from the Manteca Tele- 
phone Co., Manteca, Calif., testifies: 


“Enclosed please find check in pay- 
ment of invoice for classified adver- 
tisement. Had fine results from the 
advertisement as is usual in good old 
TELEPHONY.” 


We receive many similar letters 
every day. 


WHY DON’T YOU GIVE IT A TRIAL? 

















POSITIONS WANTED 





EXPERT on Revenue Improvement 
and Commercial Activities now available 
for exclusive engagement or consulting 
connection on contingent basis. Record 
of successful results securing experience. 
Address 8074, care of TELEPHONY. 





POSITION WANTED-—8 years’ ex- 
perience, chief operator, collector and 
general office work. Central states pre- 
ferred. References furnished. Address 
8066, care of TELEPHONY. 


POSITION WANTED—Combination 
lineman, plant man, inside or outside, 





magneto or common battery. Good 
worker, steady and reliable. Will go 
anywhere; reasonable wages. Robt. 


Stores, Allerton, Iowa. 





WANTED-—Situation as Accountant, 
by experienced woman. Formerly ac- 
countant, auditor and asst. manager 
for 14 years, of company with 6,000 sta- 
tions. Excellent references. Address 
8068, care of TELEPHONY. 





. NEW 
HIGHEST GRADE 
SWITCHBOARD 
PLUGS 


T.F.A. (Telefon Fabric Automatic) 
(Moulded Insulation) 


2 conductor, replaces Kel!ogg 


DRE at ee $ .75 
3 conductor, replaces Kellogg 
No. 106, No. 201............. 
2 conductor, replaces S. C. Co. 
2 | ae 75 
3 conductor, replaces S. C. Co. 
ge aga 90 
2 conductor, replaces W. E. Co. 
CN A es ae 
3 conductor, replaces W. E. Co. 
I ee a a a a -90 
2 conductor, replaces A. E. Co. 
See eee 75 


New W. E. Co. No. 109 plugs.. .90 
New W. E. Co. No. 137 


operators’ 
BUCKEYE TELEPHONE & 


SUPPLY COMPANY 
Columbus, Ohio 











FOR SALE 


FOR SALE—One 100-line cabinet 
Western Electric Bull’s Eye type drop, 
switchboard equipped with 75 lines, 8 
pair cords. One 100-line Western Elec- 
tric Bull’s Eye type drop switchboard 
fully equipped with 15 pair cords. Priced 
exceedingly low for quick sale. Address 
8073, care of TELEPHONY. 








FOR SALE—8,500 Ibs. brand new No. 
12 galvanized wire in lengths from 250 
to approximately 2,000 feet. Price 3 cts. 
per pound for the lot. Address 8075, 
care of TELEPHONY. 


For SALE — Group 5. exchanges 
southeast Georgia. 200 stations; an- 
nual net revenues $6,500 based on 8 
months 1931 performance. Price $13,000; 
one-half cash, balance over 6 years. 


Address No. 8072, care of TELEPHONY. 


FOR SALE—AIl or part 600-line 
Strowger automatic dial telephone sys- 
tem for inside intercommunication. 
Rare opportunity for an industrial or 
commercial organization to save 50% on 
practically brand new equipment which 
must be dispensed with owing to 
merger. Address 8071, care of TELE- 
PHONY. 











TELEPHONY | 


INCLUDING 
AUTOMATIC 
SWITCHING 


SMITH 


_ 





If a man is to succeed in the busi- 
ness world today he must be “worthy 
of his hire.” 

So it is with books. They also must 
give the reader his money’s worth. 

In offering “Telephony, Including Au- 
tomatic Switching,” for sale, ite pub- 
Hshers have arranged an excellent col- 
lection of helpful information and data 
fully illustrated and up-to-date for 
the telephone man. 


TELEPHONY, including AUTO- 
MATIC SWITCHING, is written by 
Arthur Bessey Smith, E. E. Automatic 
switching is certainly being rapidly 
adopted, and the construction of every 
switch, relay and contraetor in the 
whole range of automatic devices is 
elearly presentable. 
cid Stamping, G00 paseo, 36 inuatee 

tamping, pages, ¥ 
tions and Wiring Diagrams. Price $2.58. 


TELEPHONY PUBLISHING CORP 


608 So. Dearbern St., Chicago 
Telephone—Wabash 8604 
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